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N this day of kind thoughts 

and good fellowship we are 
reminded of all those little details 
which have made strong friend- 
ships; and in that spirit we extend 
to all our friends of the Gas Fra- 
ternity the fulness of the Season’s 
Greetings and wish them and 


theirs 


A fost Merry Christmas 
ann 


A Successful New Year 
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Views of Plants Completed in 1926 


The Glover-West system gets the most out of the coal 
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Office Methods in Gas Companies’ 


VII. 


Appliance Sales Routine 


G. L. Harris 


HE sale of gas service in any community is 

ordinarily a monopoly. But the sale of gas 

appliances is never a monopoly. Therefore, the 
office methods of the Sales Department must perform 
the double function of creating and maintaining good 
will and of meeting competitive sales methods. 

Sales prospects must be gathered from every 
available source; sales data must be instantly avail- 
able; sales orders must be executed promptly, 
accurately, and courteously; and the sales force 
must be continually alert. 

In this series of articles we have already discussed 
certain phases of Sales Department Office Organiza- 
tion. We have pointed out that a copy of every 
service application should be inspected by the Sales 
Department and the information gained from it 
used as a source of new business. We would 
emphasize here that the Sales Department of the 
gas company has an incomparable advantage over 
all competitive appliance sales concerns. It can know 
at once when a new customer comes tv town or when 
and old customer moves to a new location. 

Every such customer should receive the best of 
the Sales Department’s literature, and he should re- 
ceive a personal call from a member of the Sales 
Department. 


Greeting the New Customer 


In some gas companies the sales manager sends 
a letter or a greeting card to each such customer 
telling him that he will receive a call from a repre- 
sentative of the Sales Department on a certain date. 
The returns from this method of advertising have 
proved distinctly worth while. 

In another article we discussed the problem of 
collecting delinquent installment accounts. And we 


Editor’s Note—This is the seventh of a series of articles by 
Mr. Harris. The eighth will appear in an early issue. 





shall lay particular stress on the installment phase 
of the Sales Department’s business in this article, 
because the sale of appliances on the installment plan 
is becoming, and should become, increasingly im- 
portant in every public utility company. 

The Sales Department of the gas company again 
has the advantage over all of its competitor’s be- 
cause practically every buyer in the community 
already has an account with the gas company. Most 
of the preliminaries of buying on credit have been 
arranged—even the monthly payment date has been 
agreed upon! 

The Sales Department should by all means adver- 
tise the fact that appliances may be paid for on the 
customer’s service bill. Business comes easier, and 
collections are easier, when this feature of install- 
ment buying is emphasized. 


Sales Routine Must Be Flexible 


The sales organization, the kind and amount of 
appliances sold, the location of the stock room, even 
the time of the year, all will affect the sales routine 
in different companies. The typical sales routine 
which we shall describe in this article, therefore, is 
subject to more general changes to meet local con- 
ditions than was the case with the complaint routine 
and the service order routine which we described in 
previous articles. But the fundamental principles set 
forth in our description of the sales routine can 
easily be adopted to different organizations, because 
after all the problem is the same, namely, to sell the 
most appliances with a minimum of expense and with 
a maximum of good-will and protection for the 
company. 


The Sales Order 


Whether a sale is made in the salesroom, over the 
telephone, or at the customer’s residence, the sales- 
person should make out a sales order. 
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We have found that individual sales pads, coded 
and numbered, are coming very generally. into use. 
This is so, because they can be used no matter where 
the sale is made. It is simply an application of de- 
partment store methods to gas appliance sales. 

The sales form should be simple, in duplicate or 
triplicate, and every sales order form should be 
accounted for. The original can be used in preparing 
the working-sales order for the use-of departments 
within the company. The second copy should go to 
the customer, and the third copy should be retained 
by the salesman. 

On sales requiring payments over an extended 
period, most companies also secure a signed agree- 
ment as to the title of the property. This agreement 
may be printed on a separate form, or may be in- 
cluded on the back of the sales order. Those inter- 
ested in this particular feature of the sales routine 
will find a very effective wording of this agreement 
in use by the Gastonia and Suburban Gas Company. 


The Working Sales Order 


We are distinguishing between the sales order as 
made out by the salesperson and the sales order 
which goes to the different departments of the com- 
pany by calling the latter the working sales order. 

The working sales order can be copied direct on 
a multiple order machine such as the fanfold type- 
writer or one of the order registers which contains 
continuous strips of order forms. Or it can be dupli- 
cated in as many copies as desired by the use of a 
duplicating machine. The latter method is prefer- 
able where sales are made by salesmen in the field 
as well as on the floor of the salesroom, because it 
is difficult to make several legible copies without the 
use of the multiple order machine, and the salesman 
cannot of course carry such a machine with him. 
The smaller and the less conspicuous the salesbook 
which the salesman carries, the better. 

Another argument in favor of the duplicating 
machine is that different unmbers of copies can be 
made for different classes of orders, and that it is pos- 
sible to secure even light cardboard copies for the use 
of the workmen who install appliances. 


How Many Copies of the Sales Order? 


The number of copies of the working sales order 
will vary, as we have already noted. But one copy 
should certainly go to the Accounting Department 
for use in recording and auditing cash sales, or for 
opening the customer’s installment ledger account. 
The control of such accounts naturally belongs in the 
Accounting Department, and the control of install- 
ment accounts must be very definitely placed under 
the consumers’ accounts division of the Accounting 
Department. 

One or two copies of the working sales order must 
go to the Stores and Service Departments for use 
in supplying the appliance and in making the installa- 
tion. And unless the Sales Department lays stress 
on the installation service of the gas company, and 
unless this installation service is prompt, reliable, 





and courteously done, a vital point in meeting com- 
petition is being overlooked. Between the Sales and 
Service Department there must be the utmost co- 
operation. 

Some gas companies carry this idea of this co- 
operation to the extreme of placing the Service De- 
partment under the direction of the sales manager, 
but we do not believe this is necessary or advisable. 
The primary function of the sales manager is to sell 
merchandise, and if he does it properly it will take 
all of his time and energy. 


Pending File and Follow Up Copies 


One copy of the working sales order must of 
course be kept in the.Sales Departmient as a pending 
file and follow up copy. We have already explained 
the use of a pending file, and the best methods of 
following up unexecuted orders in previous articles. 
And the same principles which we set up for hand- 
ling an active office routine apply to handling the 
routine in connection with unexecuted sales orders. 

As in the case of the follow up service orders we 
find that the use of the visible file is by far the most 
effective means of control. The Sales Department 
should have a record of the sales order, so arranged 
that the name of the customer, as well as the dated 
follow up line, appear on the visible portion of the 
record when it is placed in the pocket. 

A very effective follow up record, too large to be 
reproduced here, is the prospect card of the Adiron- 
dack Light and Power Corporation of Schenectady, 
N. Y. A card is made out for every prospect, and a 
record of calls and sales is entered. When a sale is 
made a colored signal is placed on the dated follow 
up line on the visible margin so as to follow up the 
execution of the order. 

If a sale is made to a customer for whom there is 
no prospect card already in the file, the prospect 
card is made out at the time the sales order goes into 
the pending file. After that the prospect card of 
course presents a record of an excellent prospect for 
other appliances. 

Using Signals 

Signals of different colors are used for following 
up sales orders and for following up calls on 
prospects. 

But a prospect card serves an additional important 
purpose. It becomes the guide in allowing salesmen’s 
commissions. When a salesman calls on a prospect 
he is entitled to the results of that call, even though 
the actual sale is made later when the customer calls 
at the salesroom. The prospect card shows at once 
whether the customer has been called on previously, 
and by whom. 

Of course the salesman must follow up his pros- 
pects. For this reason the date of each call should 
be entered on the prospect card. Many Sales De- 
partments allow commissions for sales made within 
sixty days from the date of the salesman’s last call. 
Having a definite, visible record of calls, against 
which every sales order is checked, will insure prompt 
call reports from salesmen. 
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Visible Record 

There should be a visible prospect record, theve- 
fore. which will serve as a follow up control on pend- 
ing orders, as a follow up on salesmen’s calls on 
prospects, and as a check on salesmen’s commissions. 

Of course with a visible record it is also possible 
to use different colored signals to show what appli- 
ance the customer is a prospect for, or to show an 
order held for notification by the customer (when, 
as is often the case, no definite date for executing 
the order is given), or to show an order on which 
material has been back-ordered. 

We shall not explain in detail the steps in the sales 
order routine. The fundamental requirements we 
have set forth. It would be futile to attempt to apply 
them specifically in an article such as this, so that 
. they would be of actual working value to companies 
of all sizes. The particular application must neces- 
sarily be made by each Sales Department for itself. 


Selling on Approval 


In order to meet the increasing competition in 
appliance selling, it is becoming necessary to deliver 
or install more and more appliances on approval. 

This method of selling is advisable provided a 
careful check and. follow up is maintained—in the 
Sales Department—of such installations. They 
should never be left to the salesman to follow up 
on his own initiative. 

Every such installation should be recorded in a 
visible file, and the date of follow up should be 
signalled. Each morning the salesman concerned 
should be given a list of the installations to be 
followed up on that date. Often the approval instal- 
lation card is made in two copiés and one copy is 
given to the salesman when the follow up date 
arrives. This makes it unnecessary to type a list for 
the salesman. 

Every approval installation card should be succeed- 
ed by a card in the prospect file, signalled to show 
either a sale or a further prospect. No prospective 
customer, who has ever permitted an approval in- 
stallation to be made, should be lost track of—even 
though he does not buy the article left on approval. 


The Sales Manager’s Largest Problem 


The largest problem of the sales manager of the 
gas company is the securing of industrial business, 
either for gas equipment or for gas service. There 
should be at the sales manager’s hand a complete 
record of industrial prospects. Each record should 
be so detailed as to present the entire story about 
any prospective industrial customer at any time, and 
yet the record should be one that can be signalled as 
to classification and follow up. 

The Allentown Bethlehem Gas Company has a 
very effective industrial prospect card, which will be 
of interest to any sales manager who is working on 
the problem of industrial sales. 

The sales manager must also have at his hand a 
complete record of his salesmens’ activities, a record 
of the movement of appliances, and a general 
summary of the activities of his department. 





Conclusion 


We have not attempted to discuss all of the prob- 
lems of the Sales Department. We have merely out- 
lined the most successful current practice in hand- 
ling the sales routine. Another article would be re- 
quired to show the possibilities of the Sales Depart- 
ment as a factor in securing good-will. And still 
another article could be devoted to the training of 
salesmen and service men, to the effective use of the 
radio, the telephone, and the office windows. But 
these problems are not in themselves problems of 
office routine, however closely they may affect the 
office. 

In a later article, however, we shall discuss the 
relation of the Sales Department to the main floor 
office, and we shall show what most progressive com- 
panies are doing to take advantage of the calls their 
customers make on them. 
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HERE’S A GOOD ONE 


In the December issue of the Rocky Mountain 
Druggist, the following advertisement was used: 

It is too late to use it in the local newspapers just 
as it is, but it is not too late to change the illustra- 
tion by showing a somewhat shocked Baby, (the New 
Year emblem) and to say “During the Year of 1927,” 
May etc., and omit the word “Santa” and insert 
“Baby.” 

It should prove its worth, and as it is up to us to 
advertise, here is a good one. 


With The 
Approaching 
Holidays 





AY we prescribe gas and electric appli- 
ances, sufficient to conserve the 
strength of the housewife. This prescription 
not only will mean much to her, but will 
assist Santa in adding to the pleasure of all 
who are concerned in enjoying the coming 


festal occasion. 


PUBLIC SERVICE COMPANY 


OF COLORADO 
A Prescription Well Worth Filling and Taking 
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A New Year’s Message 


Progress has been made and future growth is assured 


C. #. 


Paige 


Vice-President Brooklyn Union Gas Co., Brooklyn, N. Y. 


expressed last year was well founded. 

While we sold a great many heating appli- 
ances in the early months of 1926, we find a very 
ready market for such appliances at the present time, 
which shows that people find comfort and satisfac- 
tion in gas heat. 


Cys experiencé establishes that the optimism 


Our sales of gas for domestic purposes show a 
gain, and we find a decided increase in the sale of gas 
for industrial purposes. This growth is due not only 
to additional customers, but also to the increase in 
the use of gas by those who have learned to appreci- 
ate its possibilities. 


By and large, our customers are our friends, not 
by accident, but as a result of constant effort to 
render a service, prompt, courteous, and efficient. 


Employees show their confidence in the enterprise 
by becoming investors in the company’s securities. 

Advertising is bringing home to the public more 
and more that gas is a modern fuel and not a product 
of a decadent industry. 

The laboratory of the American Gas Association 
is making its effort felt, with the result that appli- 
ances of high standard quality are more in demand. 

The industrial research work of the association is 
under way. This promises a maximum realization 
of the industrial gas prospect. 

Gas refrigeration is with us; in fact, there are now 
available competitive types of machines, which 
establishes the practicability of the idea. 

The gas business has its problems, and always will 
have, but the educational facilities now available, 
assure us that the future will be ably provided for. 


Kes © Day) 


Customer Ownership of Utility 
Securities 


Report of Pacific Coast Gas Association—Committee analysis 
F. Eb. Seaver 


Los Angeles Gas and Electric Company, Los Angeles, Calif. 


HE mooted question today prevailing, in 

regard to direct or indirect sales of public util- 

ity securities to customer and employee, is 
what effect will this procedure have upon public 
relations, and whether it be the proper method to 
practice in financing the cost of plant betterment 
and expansion. 

Public relation questions apparently will equal or 
perhaps surpass in importance all other issues in 
utility affairs, as the cultivation of public good will 
is fast assuming a paramount position in the delib- 
erations of the executives of all utilities. Whatever 
be the problem for solution, whether it be one of 
expansion, finance or the establishment of policies, 
usually the first question presented is, what will 
be the reaction of the public mind to the decision 
when rendered. 

The sudden awakening to the fact that the culti- 
vation of public good will has long been neglected 
has produced something in the nature of a panic in 
the mind of utility managements. Whether this 
condition of mind is unwarranted, or whether it is 
really necessary for the utilities to put forth greater 
efforts to win a higher place in public esteem, and, 
if so, what standard of practice by the utilities will 
produce the desired result, are questions pressing for 
decision. 


No Reason for Stopping Stock Sales 


This committee believes that there is no valid argu- 
ment favoring the cessation of stock sales by the 
utilities directly to public, customer and employee. 
A customer who becomes a shareholder, particularly 
as a result of direct sale, and who participates in the 
profits of the business, will naturally entertain a 
better opinion of the utility than if he were not so 
interested. He will give greater consideration to 
the utility’s problems which from time to time are 
presented to him as a citizen, and will not allow 
prejudice against what is erroneously termed 
“monopolistic business,” to influence him when exer- 
cising his right of franchise. 

Those engaged in the gas and electric industry 
are rendering a signal service to all humanity, and 
they should lose no opportunity to enlighten those 
served respecting their ambition to enlarge and 
better their service. Not by idly boasting of the 
essential nature of that service, but through system- 
atic endeavor along educational lines, should the 
public be led to an intelligent appreciation of the 
intricate and continuing problems that confront util- 
ity managements. By this practice the best results 
may be accomplished. 
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Public ignorance of a subject is very apt to result 
in grossly distorted ideas and an inimical attitude 
with respect to it, particularly if that subject has 
long suffered from aspersion and disparagement. In 
such case, the adverse opinion becomes practically a 
heritage. Utilities find themselves in just this unde- 
sirable situation. The early history of some of the 
erganizations, unfortunately, reflects no credit upon 
the managements. Yet there were mitigating cir- 
cumstances in most cases which, if understood by 
the public, might place them in a different light and 
serve to justify, in a measure at least, some of the 
questionable acts now charged to the old utility as 
malicious practices, or perhaps lead to their classi- 
fication rather as indiscretions. 


Development Viewed From Economic Standpoint 


The development of utilities may now be viewed 
wholly from an economic standpoint. Their con- 
tinued expansion has ceased to be a matter of political 
favor, being recognized as a necessary factor in the 
growth of communities. A thorough understanding 
by the public of all the problems faced by the utility 
is most desirable in order that natural and necessary 
growth may be encouraged and that old prejudices 
against corporate, particularly utility, interests, may 
be eradicated from the public mind. Customer 
ownership is the obvious and natural means for creat- 
ing public interest in utility affairs, for it is only 
through self-interest that the average citizen can be 
led to devote sufficient energy to the subject to gain 
any adequate knowledge of so intricate a problem as 
that of public utility development. 


The New Order 


in substantiation of the foregoing, the committee 
desires to present the opinions of some of the coun- 
try’s leading economists and financiers. While some 
of these authorities see serious consequences in a 
too widespread attempt to finance through customer 
ownership, the majority of them advocate a more 
general practice of this method. Usually this impor- 
tant subject is treated by economic and financial 
experts from the viewpoint of its effect upon public 
relations as much as from that of finance. 

That under the influence of the newer order of 
affairs there will be dictated by utility managements 
a change in their policies, is apparent. 

In an address in New York some time ago, before 
the Academy of Political Science, William A. Pren- 
dergast, former Comptroller of the City, touching 
upon this new proprietorship of industry, declared: 
“It means the passing of those giant characters who 
controlled corporations in order to protect and 
advance their own fortunes. In place of these cap- 
tains of a vanishing race of financiers has come and 
will.continue to come a band of able, alert, brilliant 
men who will guide the corporations of today and 
of the future for the pride of scientific achievement, 
the opportunity of administrative prestige and the 
glory of service. They will be captains, not of 
wealth nor political power, but of the newer order, 
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in which the principles of democracy will be carried 
to more progressive stages of social and political 


usefulness.” 

This remarkable statement, while made with refer- 
ence to all industry, is deemed by this committee to 
be particularly applicable to utilities. 


Government Ownership a Failure 


Theoretical contentions to the contrary notwith- 
standing, government and municipal ownership has 
teen demonstrated a failure. Such ownership is 
inseparable from political manipulation, and politics 
in business is disastrous to business. A corrective 
of any drift toward such political domination is, as 
your committee believes, afforded by that real public 
ownership of utilities that comes from the admission 
of customer, employee and public as partners therein 
through investment in securities. 

It is undeniable that the distribution of shares 
among employees usually transforms a force of 
rather apathetic and discontented workers into 
enthusiastic men and women, zealous for the wel- 
fare of the organization. Accordingly, there is a 
strong incentive for encouraging employee owner- 
ship and this will be done. Your committee believes 
that the intelligent self-interest of the workers will 
preclude any real concerted action directed towards 
employee control of utility affairs. 


Great Activity in Utility Stocks 


There is extreme activity looking to a wider diffu- 
sion of utility stocks throughout the country, and 
many schemes are employed for the purpose. This 
movement has greatly accelerated since 1918. Quot- 
ing from statistics compiled by Robert S. Binkerd, 
vice-chairman of the Committee on Public Relations 
of Eastern Railroads, certain railroads, express, street 
railways, gas and electric, telephone, telegraph and 
miscellaneous other industries increased their stock- 
holders from 2,537,105 in 1918 to 5,051,499 in 1925, 
thus practically doubling in seven years the number 
of individuals sharing in their profits. This increase 
was thus distributed: Employees, 338,760; custom- 
ers, 864,754; general public, 1,310,880. What is now 
termed customer ownership will, without doubt, con- 
tinue to expand, but its ultimate magnitude it is 
impossible to forecast. At present it is widespread, 
and its virtues are discussed and debated whenever 
among those more intimately concerned with the 
and wherever utility men assemble, particularly 
activities of the public relations departments. 


Origin on Pacific Coast 


The real place of origin of the customer ownership 
idea is the Pacific Coast, and we believe that this 
section has adhered more closely than any other to 
the program of direct sales to the consumer for 
reasons concerning public relations. From informa- 


tion elicited by a questionnaire submitted to the 
member companies of the Pacific Coast Gas Asso- 
ciation, your committee concludes that the progress 
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made during the year 1925 in this plan of popular 
financing fully warrants its continued pursuit and 
development, even though the necessity for utility 
expansion has probably become less pressing. Util- 
ity executives should bear in mind the fact that the 
increasingly favorable light in which the public now 
view the utilities because of proprietary interest in 
their affairs, is a valuable asset, equaling or perhaps 
exceeding any other advantage accrued to them 
through the sale of securities. Those interested as 
shareholders now understand that a utility is not 
the deadly enemy of the community that it has 
hitherto been portrayed, but on the contrary is the 
constant and powerful promoter of its welfare and 
the purveyor of an indispensable service and con- 
venience to its inhabitants for which it asks only 
a reasonable profit upon its investment. And what 
is particularly gratifying, these converts to the cause 
of the utility are propagating the faith that is in them 
so effectively that already many of the asperities 
in the public temper under which the utilities for- 
merly suffered have been softened. 


Important Political Factor 


Customer ownership of utility securities has also 
been a potent factor in convincing the ward-heeling 
politicians that utilities are no longer the prey of 
their machinations. The howl of the demagogue is 
growing fainter and fainter, and the yellow press, 
finding that the reading public resent palpably unfair 
criticism concerning their own interests, have in 
great measure abandoned their malicious utility 
baiting. 

. Customer and employee ownership has, without 

doubt, served to check public agitation for the muni- 
cipal ownership of utility systems. The clamor for 
such ownership is now audible only at such times 
as the companies find it necessary, because of increas- 
ing costs, to increase their rates. Then it is to be 
expected that self-seeking politicians will seek to 
make capital out of action that, however necessary 
for utility progress and the rendition of efficient pub- 
lic service, can never be popular. 


(The remainder of this report is concerned with a discussion 
of the answers to a questionnaire sent out to the Pacific Coast 
gas companies. It is too long for complete publication here and 
only a few of the most important paragraphs are given.—Edit.) 


History of Stockholders January 1, 1925 and January 
1, 1926 


This historical records of stockholders and shares, 
comparing those of January 1, 1926, with those of 
one year previous, disclose a gain in the popularity 
of the customer ownership idea. With the excep- 
tion of the total number of employee stockholders, 
there was a healthy increase in the total number 
of stockholders and of shares held, at the end of the 
year 1925, in the twelve companies reporting upon 
the question. Although there was a decrease in 


stock-sales efforts during the period in the majority 
of the companies, the expansion is nevertheless quite 
evident. 


However, it seems that insufficient effort 





is being put forth by utility organizations to induce 
new employees to become shareholders or old 
employee subscribers to increase their holdings. 
While among employees there was a slight increase 
in total shares held, the total number of employee 
stockholders decreased during the year. The com- 
mittee believes this fact to be of sufficient importance 
to receive the early attention of the managements. 
The following tabulation exhibits the data obtained 
upon this head through the questionnaire: 


Stockholders’ Records 


(Twelve Companies Reporting) 














Stockholders 
Public Employee Total 
Jan. 1, 1926.. 70,946 8,508 79,454 
Jan. 1, 1925.. 60,960 9,235 70,195 
Gain 9,986 Loss7?2%? Gain 9,259 
Shares Held 
Public Employee Total 
Jan. 1, 1926.. 1,908,412 64,958 1,973,370 
Jan. 1, 1925.. 1,714,883 59,925 1,774,808 
Gain 193,529 Gain 5,033 Gain 198,562 
Par Value of Stock . 
Public Employee Total 
Jan. 1, 1926.. $190,413,650 $6,494,250 $196,907,900 
Jan. 1, 1925.. 171,061,100 5,990,600 177,051,700 
Gain $19,352,550 $503,650 $19,856,200 


Sales Efforts During 1925 


There was a general decrease in stock sales efforts 
during the year. Many of the companies found 
themselves with a surplus of capital because of the 
cessation of the demands for extensive expansion 
that had existed since 1920 or 1921. Utility securi- 
ties, having been greatly popularized by intensive 
educational campaigns, were in constant demand, 
while the purposes for which the stock was originally 
offered had ‘in most cases ceased to exist except 
in so far as those purposes embraced the effort to 
promote better public relations through interesting 
the public in investment in these securities. Conse- 
quently, seven of the eleven companies reporting 
show decreased sales, four show increased efforts 
and sales, while one reports no change in either 
efforts or results. Two of the companies showing 
such increase, however, began their stock sales activi- 
ties during the year. 


Stock Sales Methods 


The utility employee has been a potent factor in 
the successful development of the companies’ stock 
sales departments, and it is probably due to his 
efforts that many intensive campaigns for sales have 
been “put over.” Nearly all of the answered ques- 
tionnaires contain a record of the usefulness of the 
regular employee in the matter of security sales, and 
due credit should be given him. Although the em- 
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ployee’s activity in security sales is not entirely actu- 
ated by loyalty to his company, his aid is not only 
necessary in the development of the customer owner- 
ship movement, but is of great value to the company 
he serves. 

This committee is of the opinion that sales by 
employees to their friends and acquaintances not 
only are made at a reduced selling expense but create 
a wider circle of good will for the utility than those 
made through any other agency. 

Of the fifteen companies answering the question 
on solicitation of security sales, twelve use the 
medium of general newspaper advertising, seven 
place descriptive stickers on current bills, six dis- 
tribute circulars and pamphlets by solicitors and 
collectors or by mail, and none indulge in house-to- 
house canvass. ‘ 


Effect Upon Public Relations of Declining Market 
Price of Securities 


Eleven companies answered this inquiry, a major- 
ity of whom stated their belief that no serious effects 
would be suffered by the utility from a lowering 
price upon the market. This answer apparently was 
merely an expression of opinion, as there has not 
existed any seriously extended slump in the price of 
utility securities, nor have failures in which the small 
investor has sustained loss, been sufficient in number 
to furnish the basis for calculating the results upon 
this class of investors. Therefore, it is not yet pos- 
sible to forecast with confidence what would be the 
effect upon customer ownership of a continued finan- 
cial stringency or a prolonged industrial crisis. The 
committee believes, however, that unless some seri- 
ous destructive catastrophe should visit us, no great 
shrinkage in utility security values will become 
apparent, particularly with respect to preferred stock 
and bonds. The opinion stated by the companies 
generally, which is concurred in by the committee, 
is that the majority of shareholders invest their sur- 
plus in this class of securities for the purpose of 
permanent investment, and so long as a reasonable 
rate of return on these investments is realized by 
them no particular attention will be given to the 
rise or fall in market values of utility securities. 


Conclusion 


Summing up the general effect of customer owner- 
ship of securities, the committee finds that utility 
public relations have greatly improved through the 
friendly interest of thousands of new local stock- 
holders; that the public have benefited by being 
furnished by the utilities with a plan of investment 
whereby it becomes possible for them to establish 
the habit of systematic saving, and that this plan 
has well served the utilities by the creation of a 
new class of investors from whom an enormous vol- 
ume of capital is obtainable. 

In addition, information concerning the company’s 
affairs, necessarily disseminated through intensive 
sales campaigns, has given the public a better under- 
standing of the utility and its necessity to public 
welfare. The relations of the management with the 


employee have improved, because of the more inti- 
mate understanding of company affairs gained to the 
employee through sales efforts, and because of his 
realization of his personal importance to his com- 
pany as a part of its production. organization. On 
account of this realization, he has developed a more 
intensive loyalty and a stronger determination to be 
efficient in his work. He, too, has benefited by culti- 
vating the habit of thrift. His work in sales cam- 
paigns, in contact with employees of other depart- 
ments, not only has extended his acquaintance with 
fellow employees, but has convinced him of the value 
of such other departments to the company. Because 
of these conditions, traceable to stock sales work, 
he has developed into a being of greater value to 
himself and to the organization. 


mm 
LETTERS LAND BUSINESS 


HE form letter sent to a picked list of prospects 

has been very productive in selling gas appli- 

ances lately. The selling letter, like the selling 
talk, is based on a knowledge of the merchandise to 
be sold. The successful sales letter is the sales talk 
in cold type. 

The following letter sold in the South and it may 
hold an. idea for other gas men. The letter was 
sent out by the Macon, Ga., Gas Company by special 
‘delivery. 





“Would you buy an automobile without a self- 
Starter? Would'you use an oil lamp in your home? 
Would you want to stop at a hotel that did not have 
immediate hot water at all hours of the day and night? 
Would you ride in a dirty, dusty day coach or do 
you prefer the Pullman with its het water service for 
your morning shave or toilet? 

“The price you pay for these conveniences for a 
day or so away from home is the cost for the same 
in your home for an entire month! 

“Surely your home demands modern service. 

“Have you plenty of hot water at all hours of the 
night and day? 

“Does your water get too hot at times and at 
other times when you need it most do you get cold 
water out of the hot water faucet? Does your hot 
water system meet your requirements twelve months 
out of the year? 

“Mr. Homeowner, you can eliminate your hot water 
troubles and inconveniences by installing a 
AUTOMATIC STORAGE SYSTEM which gives 
you hot water any time at the turn of the faucet, 
always at a uniform temperature. 

“Just as this SPECIAL DELIVERY letter speeds 
this message to you, does a STORAGE 
SYSTEM speed the delivery of hot water in your 


home. 

“May we not go into this proposition further with 
you? 

“We have some special inducements to offer you 
at this time regarding a ............ STORAGE 
SYSTEM.” 
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Exhibiting at Shows Builds Business 


Gas company should take advantage of local events to 


advertise their service 


Frank H.. Williams 


HE Southern Counties Gas Company, operating 

in Santa Ana, Pomona, Newport Beach, and a 

number of other of the progressive Southern 
California cities, finds that it is good business always 
to have exhibits in the various shows constantly 
being held in this section of the country. Included 
in the shows are county fairs, orange shows, 
avocado shows and other events of a similar sort 
which are attracting great throngs of people. 

No doubt the methods used by this concern in 
staging its displays at these shows will be of interest 
to other gas companies and they may offer worth 
while ideas and suggestions to other gas companies 
for also cashing in on shows held in their sections. 

One of the most interesting of the ways in which 
this concern cashes in on shows is by emphasizing 
the fact that much of the machinery in the localities 
it serves are driven by the gas it furnishes. 


Displays of Gas Used in Machines 


This fact is driven home to the multitudes. attend- 
ing the shows by the display of heavy machinery of 
various kinds and by the use of placards calling 
attention to the fact that the gas company furnishes 
the motive power for such machinery. This sort of 
display always gets a great deal of-attention because 
of the fact that it comes with a distinct surprise to 
many of the show attendants to know that so much 
Southern California machinery is run by gas. It is 
a surprise to many of the folks to make this dis- 
covery because so big a percentage of the Southern 
Californians came from the east and middle west 
where coal is the principal motive power and where 
gas is looked upon mainly as a fuel for heating and 
for cooking. 

A recent display of this sort was staged by this 
company at the Los Angeles county fair held at 
Pomona, California. 

Here one of the very interesting machinery ex- 
hibits was that of the Valley Pump and Motor Com- 
pany. This display showed some of the big pumps 
sold by this concern in the territory for use in pump- 
ing water from the underground reservoirs. Pump- 
ing water is a matter of vital importance in the 
Pomona Valley and in other sections of Southern 
California because on this pumped water the ranch- 
ers depend largely for this irrigation water. 

It is no wonder, then, that this particular exhibi- 
tion attracted a great amount of attention, especially 
as the pumps were shown in action with water 
flowing. 


Gas Used in Exhibition 


The Southern Counties Gas Company furnished the 
gas for this exhibition and cashed in on the fact by 
the use of placards stating that it was furnishing the 
gas for the operation of the pump and calling atten- 





tion to the fact that so many of the huge pumps in 
the territory are operated with gas obtained from 
the company. 

This, of itself, attracted a great deal of attention. 

Then the gas company staged another exhibition 
near the pumps which also attracted much attention. 
This was a display showing how the gas comes from 
the mains, through a meter and is then sent to the 
pumps. 

This display gave folks a clearer insight into the 
workings of gas as a fuel than many of them had 
previously had and so it, too, got a great deal of 
attention. 

Of course, this thing of attracting the attention 
of the public and thereby infpressing the name of 
the concern on the public and this thing, too, of 











The Booth of the Southern Counties Gas Company 
at the Exhibition 


showing the folks how much of the Southern Cali- 
fornia machinery is run by gas, was a good thing for 
the concern. But the company cashed in on this 
exhibition and on the other shows where it exhibits, 
even further than this. 

With many ranchers viewing the exhibits and 
taking a great interest in the pumps and in the use 
of gas*to operate the pumps, the shows become 
splendidly helpful to the company in getting in touch 
with prospects who are thinking of installing pumps 
or who are contemplating the use of gas in their 
own homes. 


Leads for Salesmen 


And so when a salesman mingles with the crowds 
around such exhibitions he secures many leads and 
follows these up effectively in making sales. 

No doubt it would help gas companies in other 
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localities to stage exhibits at fairs and other shows 
showing how gas is being used in their territories for 
the operation of machinery. 

And it would be a mighty good thing, too, in 
staging such exhibitions to use placards and litera- 
ture telling the many advantages that come through 
the use of gas in such a way. , 

In fact anything the gas company can do at any 
time to show people new ways and more effective 
ways of using gas is bound to be helpffl in building 
more business. 


Comparative Displays Interest 


For instance, it would make a splendid exhibition 
for the gas company to stage an exhibition in which 
it showed a typical old-time method of heating a 
small machine shop or garage with a central coal 
stove. In staging this exhibition it could be empha- 
sized that the heat is not evenly distributed and that 
it is, therefore, very unsatisfactory. And it could 
be further emphasized that the cost of using coal for 
heating purposes in such buildings is not alone the 
high cost of the coal but the time taken out by high 
priced employees in going to the stove and putting 
in more coal and the time taken out for going up 
to the stove and warming themselves. 

Then along side this there could be a showing of 
the modern way of heating a machine shop. A typical 
work bench could be shown with gas heating units 
under the benches. Then there could be charts show- 
ing the way in which the heat from these units goes 
through the entire room, making the whole room 
of a more even temperature and making the whole 
proposition much more satisfactory. 

Wtih this exhibit and these charts, too, the com- 
pany could have data showing how individual units 
could be turned off when not needed, thereby cutting 
down the cost of fuel to the lowest possible point all 
the time. 


Sure to Attract 


If the gas company staged this sort of an exhibi- 
tion at a county fair or at some other fair or exhibi- 
tion which was attended by large crowds of people, 
the display would be sure to attract a. great deal of 
attention and create a lot of comment and it would, 
therefore, mark the gas company as being a live wire 
institution. Which, of itself, would be a mighty good 
thing for the company and a distinct help in getting 
more business. But, in addition to this, the company 
would probably get in touch with a lot of business 
men, as the result of the exhibition, and so induce 
them to use gas in the same way. Which would be a 
distinct boost for business. . 

Also, if the company staged this sort of an exhibi- 
tion, it could issue special invitations to all the busi- 
ness men it wanted to reach, to come to. the show 
and see the display and when these folks did come it 
would be a comparatively easy matter, in many cases, 
to put worth while sales across to them. 

The proposition of staging exhibitions at county 
fairs and other shows is a mighty good thing for 
the gas company that wants to build more business in 
gas consumption. 


So why not plan now to have your company take 
full advantage of the next opportunity in this line 
that comes along in your city or territory ? 


mR 
TIMELINESS PLUS LURE 


Right at .the time when Turkey is the great 
American dish, Thanksgiving has passed, Christmas 
soon to follow, the Public Service Company of Colo- 
rado offers a sale of gas ranges. The method of the 
sale is certain to fit the pocketbook and to appease 
the longing for ownership. Surely it is offers like 
these that get sales and place the dealer “in good” 
with the citizens. It was heralded in the local news- 
papers, as follows: 





P Special Announcement 


Without obligation, red tape or deposit, we offer at 
this time—absolutely free—a trial of the mavelous 


- 


Bases 


frais, Clark Jewel Range 


Demonstrate for yourself “whdle meal cooking.” Crisp, brown 
baking is done without a failure. A whole meal takes care of itself 
while you have time for church, a motor ride, or a matinee Large 
oven 16x14x20 inches, Lorain Heat Oven Regulator, large cooking 
top enameled with the best grade of white porcelain, and usual 


connections free, allat 74° Greatly Reduced Price of 


$78.95 Terms 75.00 Cash 
The 


Clark Jewel Range must be tried in the 
home to be apprecisted—don"t overlook this opportunity 


& 


Public Service Company of Colorado 


BOULDER DENVER rort 








An Ad, in the Christmas Spirit 








Steady Business Growth Predicted 
for 1927 





Solution of deferred payment plan impends 


L. W. Alwyn-Schmidt 


HE change of the year is a time where a retro- 
spect is in order. It may be excusable, there- 
fore, if in this opening paragraph mention is 
made of the success which the Monthly Forecast 
has had during the last year in forecasting the vary- 
ing moods of the national industrial market.. As 
stated repeatedly this Forecast does not intend to be 
a guide to stock exchange speculators. - Its ~ only 
desire is to present each month a well considered 














I 
1- Industrial Activity 





statement of the condition of the industrial markets. 
This statement is based upon a system of statistical 
reckoning, developed over a long period of years. 
Nevertheless we find satisfaction in the fact that the 
Monthly Forecast was one of the very few systems 
of forecasting that correctly predicted the series of 
very severe breaks in the stock market early during 
the year 1926, which only proves that stock ex- 
change speculation is not proof against the operation 
of certain established economic laws. Of these the 
most important is that the level of value of any in- 
dustrial security can not be higher or lower than 
the economic effectiveness of that industry. Readers 
will also have noticed that the forecast has not made 
any concession to the at present fashionable tendency 


2-Manufecturing Cost ———— 3-Margin 
4- Indicated Purchasing Power ----------~ 5-General Business Activity seeeee §- Indicated Development of Market 





to market pessimism, but has continually held that 
We are doing as well as can be expected and are 
most likely to continue doing so. 

We do not claim any special privileges from the 
fact of having been right nor do we say that we shall 
always be right in the future. We are nevertheless 
glad that we have passed another year of a now 
lengthening career with a clean record as to the 
correctness of our forecasting method. 








in of Profit 





A Year of Coming Progress 


The year 1926 had been heralded as a year of 
coming progress. Its beginning, however, did not 
come up to expectations. Nevertheless, 1926 seems 
on the average to have made good its original 
promise. Its last half has certainly been all that 
could be reasonably desired. If dissenting opinions 
are heard, they come from isolated quarters. It is 
true, of course, that retail business has not been 
uniformly good all round. Certain sections of the 
market have not had the same degree of prosperity 
as others. Whole branches of the nation’s industry 
have felt an insecurity difficult to explain. 


(Continued on page 734) 








Informality in Advertising 


It often shortens the gap between gas company and prospect 
' Glenn Bristow 


their newspaper advertising to good advantage. 

The gas company advertising that presents a 

few language “warts” may often be more appealing 

than the copy which presents to the public a picture 
without a blemish. 


“Cromwell’s insistence that the wart on his face 
should appear in his portrait has been ascribed to his 


S ei gas companies are getting informality into 


stern indifferent Puritanic honesty,” said James 
Weber Linn. 
“Absurd! Cromwell knew that his wart would 


delight posterity more than his generalship. His 
generalship made him great, but his wart made him 
interesting.” 

The gas company that can get something of 
personality and fellowship into its advertising will 
sidestep the greatest fault of retail advertising today. 
And much gas company advertising is being prepared 
in imitation of a certain class of department store 
copy. 


Too Formal Advertising 


“There are too many white plumes in retail adver- 
tising,” said Horace A. Saks, before an advertising 
club in New York. “Copy writers are continually 
saying: ‘Just as the white plume of Henry of 
Navarre led all the rest, so do our overcoats lead all 
others.’ What does it mean? That kind of language 
conveys no intelligible meaning.” 


Much copy of that kind is “created” by “cubs” like 
the boy who, for the life of him, couldn’t use short 
and simple words. W. D. Nesbit stuck a pin through 
this specimen and classified him in Advertising and 
Selling Fortnightly : 

“One day I heard him say, telling of the gay sports 
of his youth: 


“*We would procure rushes from the morass, 
saturate them with kerosene and ignite them.’ 

“And it moved him to wrath when another boy 
made it all clear by explaining: 

“*He means we'd get cat-tails from the swamp, 
soak ’em in coal-oil and light ’em.’” 


Should Not Be Offensive Familiarity 


Now, I am not advocating offensive familiarity in 
talking to gas customers or prospects through the 
newspapers. Not do I suggest lugging in slang 
merely to be clever. But a lot of friendliness can be 
created by slight informalities. 

Use the apostrophe if you want “an informal touch 
of fellowship that’s difficult to obtain without it” 
suggested W. E. Walker in The Bankers Magazine. 

“There is no other mechanical device, it seems 
to me, that serves the human interest ad-writer, 
letter writer or any writer to better advantage than 


does the apostrophe. Just as it eliminates letters and 
ties up two words, so does it eliminate the physical 
gap between the writer and the reader and bring 
them closely in touch with one another as far as the 
particular message in hand is concerned. 


The Apostrophe 


“You're, I’m, we'll, they’re, you'll, I'll, it’s, they’d, 
that’s, they'll, I’d, we’re, you’d, and similar forms 
should all be familiar to the writer of informal copy 
who is after that personal touch.” 


And when you're using the apostrophe in that way 
you won't be violating the laws of good English. 





sa] 
“Dish a 


washing easier now” 


“Seems like my new Automatic Gas 
Water Heater was put in just for me. 
It’s such a help in dishwashing. Al- 
ways plenty of steaming hot water 
when I turn the faucet—and you 
know what that does to greasy 
dishes.” 

Hot Water helps on laundry day, too, 
and is a real comfort in the bathroom. 


See the Automatic Gas Water Heaters at your Dealer's. 


PacirFic GAS AND ELECTRIC COMPANY 


P-G-E: 
Owned - Operated - Managed 
by Californians~- 


“The best English is the English most effective 
for the purpose of the writer or speaker. Slang is 
the best English now and then; so is profanity.” 


(Continued on page 736) 





















































































ROGRESS IN GAS TECHNOLOG 


Domestic and Foreign 














MOTOR FUELS FROM COAL 


ERFECTION of certain processes for the car- 
Pronization of coal may be expected to provide 

substitutes for oil and gas, if needed in the 
future, states A. C. Fieldner, superintendent of the 
Pittsburgh experiment station of the Bureau of 
Mines, Department of Commerce. Mr. Fieldner 
suggests that in the ideal process of the full yield 
of primary oils will be extracted from the coal by 
carbonizing at gradually increasing temperatures to 
remove all the volatile matter from the coke. Then 
the coke will be converted by way of the water gas 
reaction to carbon monoxide and hydrogen which, 
when heated under high pressures in steel autoclaves 
in the presence of suitable catalysts, may be con- 
verted into alcohols suitable for motor fuel. 

Low temperature carbonization of coal may be 
defined as the heat treatment of coal in the absence 
of air at temperatures of 450 degrees to 700 degrees 
C. as distinguished from the usual high temperature 
carbonization at temperatures of 900 degrees to 1,200 
degrees C. The aim is to keep the temperature low 
enough to prevent the decomposition of the primary 
tar and thus obtain the maximum yield of liquid 
products and at the same time produce a solid smoke- 
less fuel. At 450 degrees to 500 degrees C. the tar 
yield is two to three times that of the ordinary high 
temperature process for making coke or gas. 


Four Objectives 


The reasons for the many attempts to devise low 
temperature processes that would work on a com- 
mercial scale are as follows: 

To obtain a larger yield of liquid fuels than can be 
obtained from high temperature processes. 

To provide a smokeless, easily ignitible solid fuel 
for domestic purposes. 

To obtain a dry, easily pulverized, highly com- 
bustible, low volatile material for pulverized fuel 
furnaces, and at the same time to recover by- 
products. 

To obtain a substitute for low volatile semibitu- 
minous coal, for mixing with high volatile swelling 
coals in order to make a suitable dense metallurgical 
coke. 

Considerable attention has also been given to com- 
bining low temperature distillation with complete 
gasification of the resulting semicoke in by-product 
gas producers. 

From a consideration of the many different 
processes that have been and are being tried experi- 
mentally it is evident that no one process has yet 
proved an unqualified technical success. Each has 
its peculiar problems yet to be solved and a number 
have shown promise under certain favorable condi- 
tions. The processes that depend on internal heat- 


ing are simpler and require less capital expenditure 
per ton of coal carbonized, but they are limited to 
non-coking coals, weakly coking coals, or briquetted 
or pretreated coals; also the gas is of low calorific 
value and the light oils can not be recovered from the 
diluted gas except when the heating agent is super- 
heated stearh. Such processes, however, are promis- 
ing for future development in combination with large 
central power plants or industries using large 
quantities of gas of low heating value when diminish- 
ing supplies of petroleum shall create a demand for 
the oils obtainable by low temperature carbonization. 

The commercial success of low temperature car- 
bonization of coal in the near future must depend 
mainly on the sale at an adequate price of the solid 
product—smokeless fuel—rather than on the liquid 
and gaseous by-products. The by-products are im- 
portant contributing factors, but they can not carry 
the entire cost of processing the coal under the 
present competition of petroleum fuels. However, 
it does not follow that low temperature carboniza- 
tion can not be developed to make a high priced fuel 
from low priced non-coking coals. In the central 
and western states there is relatively little coking 
coal, and the non-coking coals are not suitable for 
by-product coke ovens. Because of the fairly large 
margin between the cost and the selling price of 
the processed fuel it seems possible to work out a 
low temperature process that can compete with high 
temperature processes which require more expensive 
raw material in supplying the smokeless fuel require- 
ments of this region. 

The.results of Mr. Fieldner’s investigations are 
contained in Bureau of Mines Technical Paper 396, 
“Low Temperature Carbonization of Coal.” 


xO mM 
GAS PRODUCER WITH REVOLVING GRATE 
NITED STATES Patent No. 1,581,159 de- 
I | scribes a gas producer having an annular body 


presenting spaced exterior and interior walls. 
Fuel hoppers are located above the annular chamber 





formed between such walls. Gas outlet passages 
lead from the chamber through the inner wall, and 
an annular grate arranged in the bottom of the annu- 
lar chamber. 














AMERICAN GA& JOURNAL 
































THE BUDGET 


Those who control expenditures always want to 
know what the money has been spent for. This is 
but a natural feeling. No one can blame an executive 
of a gas company, or any other company, for insist- 
ing that he be told for what purpose certain monies 
have been spent; but that is not all. An executive 
likes to know in advance what the money. is going 
to be spent for, so that he may be able to judge the 
value to be received and results to be gained from 
such expenditures. In the 


wants the engineer, or whoever it is who spends the 


other words, executive 


money, to tell him beforehand just how much a 
certain piece of work is going to cost, or just how 
much money will be required for running a certain 
department in the gas company, and moreover in 
detail, just how this money will be alloted to various 
purposes, and spent. This simply means that the 
executive asks the man who spends the money, and 
who is responsible for it, to prepare a budget for him. 

On the other hand, we have a man who actually 
makes the expenditures and who wants to get as 
great an allowance as possible to take care of im- 
provements as well as maintenance, so that his de- 
partment can function properly and produce the 
results that are expected of it. At times, and partic- 
ularly when he has not made a thorough study of 
the budget system, he is inclined to feel that he 
should not have to tell exactly how much money he 
requires because of various conditions that may 
arise within a year’s time which would make any 
sort of figures inaccurate and inoperative. There is 
no question but that the budget system, at the outset 
anyway, has been much more favored by the execu- 
tive than by the man who is responsible for expendi- 
tures. But when this system is studied and properly 
analyzed, it will be found by the engineer, or who- 
ever else is asked to prepare a budget, that it is to 
his advantage as well as to that of his executive. 
For, in outlining the different sections of his budget, 
he will be able to set down in concrete form plans 
which may otherwise be hazy in his mind, and thus 
be able not only to save money but also to make a 





better showing in his department by increased effi- 


ciency and avoidance of unnecessary work. 


The budget system has received official recogni- 
tion in our country by the highest government 
authorities, and efforts are continually being made 
to extend this system and to make it applicable to all 
government activities. This has been brought about 
mainly by the desire to obtain efficiency and prevent 
waste which always occurs, particularly where the 
fault is found after too much money has been spent, 
rather than before. The budget system enables both 
he who spends and he who authorizes the expense to 
meet on a common ground and to discuss the matter 


from the standpoint of expediency or necessity, as 


_ well as efficiency and economy. The budget system 


finds an important place.in the operation and man- 
agement of the gas company, and wherever it has 
been applied it has produced real valuable results, 
and has amply justified the time and trouble that it 
takes to install and operate such a system. 


It might be mentioned in passing that the small 
gas company has been inclined to look with disfavor 
upon the budget, for the reason that when expendi- 
tures are small, it really does not have to be applied. 
But this is not correct, for even in this case budgetary 
control can still be exercised with considerable ad- 
vantage and economy. It must of course be under- 
stood in all cases that there must be a certain amount 
of leeway in calculating expenditures to be included 
in the budget so that allowances can be made for 
extraordinary occurrences involving unexpected ex- 
penditures which cannot be foretold. But even these 
can be taken into consideration in preparing the 
budget in some equitable manner, and the fact that 
they will occur from time to time cannot be con- 
sidered as being a reason for dispensing entirely 
with this system. Budgetary control unquestionably 
leads to economy and efficiency, and if it breaks down 
once in a while, we must after all realize that a 
budget is prepared by human beings who are apt to 
make mistakes and to figure incorrectly at times, 
particularly when they are trying to foretell what 


is going to happen. 
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STEADY BUSINESS GROWTH PREDICTED 
FOR 1927 


(Continued from page 730) 


A large part ofthis discontent, no doubt, was 
“shop made,” clean cut propaganda. There exists 
today in our country a strong political undercurrent 
influencing the business life of the nation which is 
fought out by way of market reporting. Some con- 
tend that we are in the midst of unexampled pros- 
perity, others that we are just holding our own, with 
each side claiming the credit for whatever prosperity 
may be discovered and putting the blame on the 
other for such adversity as can be read into the 
record. 


Not Doing Badly 


The truth is that we are not doing so badly at all, 
but that on the face of it we have apparently spent 
our present wind for making a further climb. We 
have reached a certain economic objective and we 
are now resting a little to see whether we can at- 
tempt another ascent. Opinions may be divided as 
to whether the present situation is actually only a 
temporary halt or deadlock. Whatever it is, it will 


afford time to consolidate gains and by doing so 


strengthen the props of the market. 


Having grown slowly with many setbacks properly 
accounted for, the present situation is in no way the 
result of a boom condition. The structure is sound 
enough and the chances point most decidedly to a 
new upward move. 


Financial and sociological experts agree today that 
the manner in which we may deal with the problem 
of deferred payment purchases will have a material 
influence upon the future prosperity of the nation. 

The publicity given to this subject may be out of 
bearing with its real importance, but there is no 
denying that it today forms a very acute problem 
demanding the formation of some sort of policy. A 
deferred payment purchase means two things at the 
same time. It means a mortgage on the future 
earnings of the purchaser and it means a more or 
less enforceable command to save the money re- 
quired for these payments. The whole problem, 
therefore, comes down to a correct answer to these 
two questions: To what extent is future purchasing 
power impaired by the mortgaging of future earn- 
ings? Of what quality is the investment made by 
these enforced savings? } 


Future Purchasing Power Reduced 


There is absolutely no doubt that the mortgaging 
of earnings for future payments must reduce the 
future purchasing power of the borrower, because it 
transfers this purchasing power to the present day. 
This, while favoring the producer today, may act to 


his disadvantage later on. It results in an accelera- 
tion of industrial production at the cost of business 
likely obtainable at a later date. The American busi- 
ness man, being an opportunist, is inclined not to 
worry. leaving this part of the problem to later day 
developments. Bankers are apparently of a different 
opinion, because they see in the accumulation of 
these mortgages a weakening of the financial struc- 
ture. They know that an automobile bought today, 
will practically pass out of existence in five years 
(for financial purposes) and they regard such a pur- 
chase, therefore, as only secondarily contributive to 
the nation’s reserve of wealth. But they also know 
that a house purchased today and its furnishings 
may serve their purchaser a life time, gaining in fact 
in value often, and that money wisely invested in 
the home turns to a doubly effective economic asset. 


It is the luxury purchase which is the source of 
the present predicament, and it is these kinds of pur- 
chases which are liable to cause most trouble in the 
immediate future. Financial authorities differ about 
the actual amount of money locked up in deferred 
payment purchases. But staggering as the sum total 
is, it is comparatively small in comparison to the real 
earning power of the nation. The danger lies not 
so much in the system itself, but rather that it might 
be stopped too suddenly. The credit structure built 
upon the foundation of these purchases, therefore, 
will have to be reduced in easy steps. 


Nineteen hundred and twenty-seven most likely 
will see the beginning of this undertaking and the 
unavoidable curtailing of credits may cause tempor- 
ary inconvenience to industry and trade. 


1927 a Good Business Year 


This, however, is not likely to have any serious 
influence upon the condition of the market especially 
as our banks have followed a very conservative credit 
policy already since the last half year. It must also 
be considered that the curtailment of credits on one 
side must set free funds for other purposes. These 
funds may be required at various places. Our indus- 
trial producers have abstained carefully from over- 
expansion during the last year. As the result present 
day iadustrial equipment is just sufficient to take 
care of the nation’s requirements. The coming year, 
therefore, is likely to see an increase in the demand 
for all productive equipment. 


Nineteen hundred and twenty-sevn has all the 
early characteristics of a good business year, with 
none of the doubtful features of the early part of 
1926. We do not think that 1927 will be a boom 
year; it is most likely to be just an ordinary year 
with no sensational changes. The indications point 
to steady growth. 




























| NDUSTRIAL 











,GAS LESSONS 


{LIEITS DONE WITH HEAT fA YOUCAN DOTT BETTER WITH GAS]? 





























Lesson No. 149 


Manufactured Gas 


Fuel Used in Producers However, the fuel that is most used is bituminous 

coal, although in the gas industry where producers 

The producer is an apparatus which can be suitably are employed to generate a heating gas, for example, 
designed so that any carbonaceous matter may be for heating retorts, it is often found advisable to 











PRODUCER GAS 


Interesting Types of Producers 
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used as fuel for the production of gas. Thus any utilize some of the coke that is made in the coal gas 
fuel, from anthracite coal to wood-waste and other process for feeding the producer. 
cellulous substances, can be used for this purpose. Wherever the producer gas is to be used for 
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simple heating operations, in which case impurities 
in the gas have little or no effect on the work that 
is being done in the furnaces, producer gas may be 
used directly without being cleaned. However, where 
it is intended for power purposes and where impuri- 
ties in the gas would endanger the products being 
manufactured, it is necessary first to purify the gas. 
This is done in an installation- that is a miniature of 
the regular purification system of the gas works. It 
is also important in these cases to use carbonaceous 
materials that contain small amounts of sulphur, in 
order to limit the load at the purification plant. 


Classification of Producers 


Before leaving the subject of producer gas, it is 
necessary to say a word regarding the principles 
which form the basis of the design and construction 
of producers. There are a great many different types 
of producers, and the patent literature of all countries 
is constantly being enriched with new improvements 
and designs. It should not be thought that these de- 
velopments are of basic character, because this is 
now almost impossible in view of the great deal of 
work that has already been done along these lines, 
but at times various interesting improvements of a 
mechanical nature are patented. 
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INFORMALITY IN ADVERTISING 
(Continued from page 731) 


This was the opinion of Prof. James Weber Linn, 
professor of English, at the University of Chicago. 
It was his contribution to the discussion that was 
started when a school teacher in Chicago wrote to 
200 prominent business men, asking whether “good 
English is needed in the business world.” Professor 
Linn also said: 


What Is Good English 


“Good English is English which clearly, accurately 
and agreeably expresses the meaning of the writer 
or speaker. Law-English is not good English, be- 
cause, although usually clear and accurate, it is not 
agreeable. 

“Good English, in the sense of accurate English, 
is about as much ‘needed’ in the ‘business world’ as 
are good clothes, in the sense of neat, well-fitting 
clothes in the same world. . Good English, in 
the sense of clear English, is as important in the 
‘business world as shoes to a pedestrian on Michigan 
avenue.” 

Therefore, the gas company that wants to keep its 
advertising from seeking too high a level will let 
human nature dictate the style of English. 


A Good Example of Writing 


A good example of writing dictated by human 
nature was cited by Jarvis Wood before an electro- 
typers’ convention in Philadelphia: 

“I saw some correspondence where one business 
man wrote to another: 

“‘In heaven’s name,.come across and pay that bill 
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you have owed me so long. Why, the wolf's at my 
door.’ 

“And the other fellow said: 

“Is that so? Well, I will tell you eseienthine. The 
wolf has been at my door, too, and has had two 
litters of pups there, but I am going to pay your 
bill all the same in due course, so don’t you worry.’” 
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GAS COMPANIES NOW TEACHING 7}! 
MILLION WOMEN TO COOK 


Seven and one-half million women received in- 
struction in the art of cooking from the Home Ser- 
vice Departments of gas companies during the year 
ending November 1, according to a report just issued 
by the American Gas Association. 

The report based upon replies received from gas 
utilities throughout the country shows that 367,299 
women attended specially conducted cooking classes 
and that nearly one hundred thousand calls were 
made by the Home Service Department workers to 
give instruction and help in homes. More than three 
hundred thousand telephone calls for cooking infor- 
mation were received and answered by the com- 
panies. 

Approximately seven million women were reached 
by cooking lectures on the radio, and twelve million 
special recipe sheets were distributed. 

















HOLIDAY program was recently given by the 


HOME SERVICE ACTIVE IN LONG ISLAND 
A Home Service Division of the Newtown Gas 
Company, at the opening of the new audi- 


torium in the company building. 

So crowded was the Wednesday afternoon session, 
that another session was given on Thursday after- 
noon. 

Miss Ruth Soule, in charge of the division, demon- 


strated the making of fruit cake and prepared 
fondant, which will be fashioned into bon-bons next 
week. 


Recipe sheets were distributed and fruit cake, with 
punch accompanying it, was served to those present. 
On each Wednesday afternoon, the ladies of Elm- 


hurst, Maspeth and Corona, are entertained by the 
Home Service Division. On Thursday afternoons, 
women from Forest Hills, Jackson Heights ‘and 
Woodside are the guests. 

mee 


HOME SERVICE MISSIONARY TEA 


HE fragrance of tea rising from out 262 dainty 
china cups betokened the spirit of hospitality 
which the Home Service Department of the 
Rochester Gas & Electric Corporation extended the 
delegates and guests of the National Woman’s Home 
Missionary Society of the Methodist church when 
they were in convention here in the city recently. 
This event which initiated women from thirty-three 
states and three territories, including Alaska and 
Porto Rico, into the mysteries of Home Service was 
the busiest week which the Home Service Depart- 
ment has experienced since its opening in September 
In six days, more than half a thousand women came 
in touch with some phase of Home Service activity. 
The schedule for the week included classes in the 
home arts of cooking, lighting, and lamp designing 
as well as practical demonstrations on the care and 
use of small electrical appliances. 

The missionary tea which has become an important 
part of our Home Service history was a fine intro- 
duction into the work which the department hopes 
to carry on through the church organizations. The 
tea has acted in the capacity of a recommendation 
for our work. In many instances it has helped to 
waive aside criticisms of purely commercialistic ten- 
dencies on the part of gas and electric companies. 


Good-Will Element Important 
However, the element of good-will embodied in the 
tea had more than local significance. Here were 
women, home makers in fact, visiting in our city for 
the purpose of studying problems which directly 


































concern their religious life in the community. Home 
Service which aims toward a happier home life 
through the inspiration of wholesome home cooked 
food has its own spiritual significance. The question 
came up as to why we shouldn't acquaint the home 
makers from outside the city with the work which 
is being done for the women who use gas and electric 
services. 

With the decision to entertain these women came 
the thought that even if they did not come within an 
area serviced by some Home Service Department, 
they could be educated to the national spirit of Home 
Service. 

To some of those who have Home Service Depart- 
ments within their reach the tea may have served as 
an eye-opener since many women tend to overlook 
the advantages which their public utility companies 
offer. Then too the cup of tea and the bit of pastry 
had a complimentary significance. In addition to the 
good-will which it engendered for this company, the 
tea carried a certain note of friendship for the respec- 
tive utility companies which our guests represented. 
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GAS CO. STAGES BIG COOKING CLASS 


CCORDING to the copies of the Portland News 
A received from Portland, Oregon, there must 
4 have been big doings in the Pacific Coast city 
when that newspaper and the Portland Gas & Coke 
Company staged the cooking school at the Municipai 
Auditorium. 

The awards were made by the Oregon State 
Parent-Teachers Association who were also in charge 
of the First Annual Public School Revue. 

The basement of the auditorium was given up to 
display of work done by the various schools, and 
school orchestras, bands, etc., were furnished to 
entertain the audience upstairs while waiting for the 
cooking demonstrations to commence. 

The association has 18,000 members in Oregon and 
the state leader as well as the Portland local leader 
were called upon to address the audiences before the 
lectures, as were also the mayor of Portland and the 
superintendent of schools. 

The cooking lectures and demonstrations were 
given by Rose Bartlett, head of the Home Service 
Department of the Portland Gas & Coke Company. 


The Prizes 


In addition to cash prizes amounting to $140.00 
for the school children making the best pies or loaf 
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of bread, there were handsome merchandize prizes 
offered for adults for the best cake. The gas company 
gave a modern Smoothtop with ovenheat control, 
C. B. Babcock of San Francisco gave a Humphrey 
Radiantfire, the Northwest Gas & Electric donated a 
Ruud Tankheater, the Arthur F. Erickson Co. gave 
a Gascotrol and the merchants who advertise in the 
News gave prizes without number, of the various 
articles which they advertised and displayed. 
The exhibit was quite a pretentious affair, as the 
stage is very large and the numerous exhibits of 
, the advertisers were in a semicircle, arranged very 
tastefully and each booth in charge of one or more 
attendants who served samples to the audience who 
went on the stage. In front of these exhibits were 





A View of the Cooking Class 


the most attractive Smoothtop gas ranges and the 
working tables. 

The last day a complete dinner was placed in the 
oven, including a turkey. 

The auditorium is said to seat about 4,000 people 
and was reported almost completely filled on the 
ground floor with an overflow in the balcony on the 
final evening of the affair which was the great school 
event and at this time the gas company had all its 
prizes announced and awarded, thus getting its 
message over to this large audience. In the after- 
noons during the actual demonstrations the audiences 
were of course much smaller, as they contained no 
children and ran from four to seven hundred. 
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HOME SERVICE CLUBS GET TOGETHER 


O talk over the problems, exchange ideas and 

further the interests of Home Service, the 

associate directors have decided to meet every 
two weeks at the branch store auditoriums for dinner 
and discussion. 

Mrs. Peterson says: “I feel this is a great step 
forward, as it will develop a greater understanding 
of Home Service problems in common. I have had 
the great pleasure of having the girls invite me as 
a guest. As a director I am out, but I have the 


privilege of being a guest.” (Peoples Gas Light & 
Coke Co., Chicago, II.) 


A NEW SERVICE 


' ISS PAULINE KELLY is starting a unique 
M and worthwhile service to the housewife, 
who is house-bound. Many women are un- 
able to attend the lecture-demonstrations because of 
the care of little children, and yet they are eager for 
the help it offers. Others would like to have a 
specialist bake something in their oven and teach 
them how to handle their stove. 

From now on, a woman who needs help with 
special home problems on her own premises, may 
call Home Service and make an appointment for Miss 
Kelly to call. (Peoples Gas Light & Coke Co., 
Chicago, III.) 
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HOME SERVICE GIFT MAKING CLASSES 
OY cian ws I like to see the face of the 


orphan who gets my lolly-pop,” this voices 

the sentiment of the girls in our company 
who are learning how to make colorful Christmas 
candies in our Home Service gift making classes. 
Lamp shade making, painting and cooking classes 
especially designed for the women employees of the 
Rochested Gas & Electric Corporation are being con- 
ducted throughout the three weeks prior te 
Christmas. 

Each night the girls come in from work for an 
inexpensive cafeteria supper after which the sections 
assemble for their special instruction. The members 
of the department give at least two nights a week to 
the special classes in luncheon set painting, scarf 
designing and shade making. Enthusiasm in the 
work is bringing out considerable creative ability on 
the part of the girls. 

Perhaps the most important fact is the way in 
which the girls from the various offices are mixing 
and getting acquainted. Representatives from as 
many as ten different departments make up a single 
section. The girls from our outside offices such as 
General Construction and Transportation are being 
brought into congenial association with the girls in 
the main office. The friendly spirit of Christmas 
gift making is bound to carry over to a better under- 
standing among all the i our company. 


DID THIS EVER HAPPEN TO YOU? 


YOUNG bride asked her husband to copy down 
a radio recipe she wanted. He did his best but 
got two stations instead of one. There was the 
recipe being given from one and an exercise class 
being conducted from the other. These are his notes: 
“Hands on hips, place one cup of flour on the 
shoulders, raise knees, and depress toes, mix thor- 
oughly in one-half cup milk. Repeat six times. In- 
hale quickly one-half teaspoon baking powder, lower 
the legs and mash two hard-cooked eggs in sieve. 
Exhale, breathe naturally and sift into bowl. 
Attention: Lie flat on floor and roll white of an 
egg backward and forward until it comes to a boil. 
In ten minutes remove from the fire and rub smoothly 
with a rough towel. Breathe naturally, dress in 
warm flannels and serve with soup.” 
Question: What did the bride do with such direc- 
tions? (From Home Service Bulletin, Providence 
Gas Company, Providence, R. I.) 








The Budget 


A story with a timely appeal 
Chas. A. Lass 


Gas Engineer, Birmingham Electric Company 


HE manager’s office of the local utility in the 

I City of Birmingham, a prosperous community 

of about 300,000 people and still growing very 
fast, was closed to visitors this morning. 

Inside the office the air is saturated with smoke, 
a sign of several hours conference by the occupants. 
In the chair between the desk and the table sits the 
manager, a man well versed in the business of 
financing public utilities. His duty is to see that the 
local public utility meets financial obligations, main- 
tains the good-will of the community and provides 
dividends to the stockholders—a job very easily done 
when each head of the various departments is eager 
to develop and improve. the welfare of his de- 
partment. 

To the right of the manager, at the end of the 
table, sits the superintendent of the gas department. 
His duty is to keep gas service at the beck and call 
of 35,000 gas consumers full 24 hours of the day, the 
accomplishment of which can be realized only, when 
the whole organization is working as a unit, each 
one at his post of duty and the welfare of this de- 
partment in his heart. 


The Gas Engineer 


Across the table, in front of the manager, sits the 
gas engineer. His duty is to help the superintendent 
keep the gas department in the best possible state of 
efficiency without asking too much money from the 
manager, a job very hard to hold, because it means 
to please two bosses. 

On the table are spread several maps, typewritten 
reports and scratch pads showing signs of much 
usage. There is a big map showing the gas distri- 
bution system of the whole district. Smaller maps 
showing on a larger scale certain sections of the 
district. Still smaller maps are showing in detail 
proposed work described in the attached typewritten 
reports. The whole ensemble—men, maps, reports 
and the smoky air—are participating in the prepara- 
tion of the budget for the coming year. 

“Mr. Manager,” says the superintendent, “our city 
is growing fast. Not only has the number of gas 
consumers grown beyond expectation, but of special 
importance is that each gas consumer is using more 
and more gas. All this means, we must have more 
equipment and larger gas mains to carry the gas to 
the consumers.” 

“Yes,” interrupted the manager, “I know it. But 
the last big improvements at our plant and on the 
system were made just two years ago and then I 
promised, almost assured, to be well prepared to 
carry on for at least five years.” 


The Prediction Realized 


“That is true,” followed the superintendent,” but 
our prediction has been realized much sooner than 
we expected. For instance, look at this section here, 
pointing to a place on the big map. “Why, two years 


ago little boys were nut hunting there. Today, 
over 300 beautiful homes greet the visitor’s eyes. 
In each one of those homes is a good gas consumer. 
This same section is to have a few hundred homes 
more in the very near future. Look here,” pointing 
again to the big map the superintendent continued, 
“two years ago this corner here was vacant, and 
on that corner there was the home of a small family. 
Today, ten-story modern apartment buildings grace 
the neighborhood and each one of the buildings is 
filled with one hundred or mére gas consumers. This 
is just a few of the things that happened within the 
last two years and evidence for the necessity of more 
equipment and larger gas mains on our system. One 
cannot tell a complaining consumer to ‘wait a while, 
please, till we can make a little more gas or until his 
neighbor will get through using gas.’ I called upon 
our engineer to prepare these estimates for work 
I consider very urgent the coming year.” 

While listening patiently and attentively to the 
pleadings by the superintendent, the manager was 
picking up, one at a time, the small maps attached 
to the typewritten reports, from which he would 
glance at the big map, apparently taking in the situa- 
tion as a whole. When the superintendent paused, 
seemingly to think of some more good points in 
favor of his program, the manager took a long 
puff at his nth cigar, turned himself to the engineer 
and spoke thusly: 

The Total Is Too Much - 

“Mr. Engineer, I see here your reports and esti- 
mates covering proposed work for the coming year. 
All seems to be well prepared. Each one of these 
estimates and reports gives a very good explanation 
for the urgency of the proposed work in question. 
3ut the total estimated expenditures as requested 
by you and our superintendent seem to be more than 
can get the approval of our sponsors in the big city in 
the East, who, though very interested in the wonder- 
ful progress shown by the gas department, must 
also have in mind the needs of the other departments 
of our large company. Therefore, I suggest to 
begin assorting all these estimates with a very im- 
portant motto in mind: ‘Give good service to our 
gas customers; at the same time eliminate from the 
budget for the coming year such improvements that 
may possibly be delayed one more year.’” 

The trio moved themselves nearer to the table, 
the scratch pads went into service, maps and esti- 
mates were given careful examination. The engi- 
neer was not only doing most of the figuring, but 
also gave his views on what was and what was not 
most urgent. He was greatly interested in co-oper- 
ating with the manager and the superintendent, at 
the same time not forgetting the welfare of the gas 
consumers—the welfare of the company. 

One more hour and the trio emerged from the 
manager’s office, all smiling and apparently satisfied. 
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Super Power Co. Takes Over Chambers- 
burg Gas Co. 


Southern Is Consolidated With Central P. S. Company 


Chambersburg, Pa.—Announce- 
ment has been made of the consoli- 
dation of Southern Gas & Power 
Corporation with Centtal Public 
Service Company, thus practically 
doubling the size of the public 
utility organization which includes 
the local gas service system. 

The only local effect of this, it 
was pointed out by Manager 
Luther Diehl, will be a large in- 
crease in the resources at the com- 
mand of the Chambersburg Gas 
Company, and a strengthening of 
its facilities for handling engineer- 
ing and financial problems inc ‘ent 
to the constant expansion required 
to provide the best possible service. 

The transaction which brought 
together the Southern Gas & 
Power and Central Public Service 
interests took place this week in 
the headquarters of the former at 
Philadelphia. Colonel A. E. Peirce, 
of Chicago, who has had a long and 
successful career in the public 
utility field, is president of the new 
organization, and his associates are 
all experienced utility men. 

Gas, electric and water com- 
panies operating in seventeen 
different states and the Canadian 
province of New Brunswick are 
now grouped under one manage- 
ment. The Southern Gas & Power 
operating companies, all supplying 
gas service except one water com- 
pany in Lexington, Ky., are sit- 
uated in North Carolina, South 
Carolina, Georgia, Alabama, Texas, 
Virginia, West Virginia, Maryland, 
Pennsylvania, Kentucky, New 
Hampshire and New York. Central 
Public Service companies also 
operate in New York as well as 
in Illinois, Wisconsin, Michigan, 
Indiana and Maine, and are en- 
gaged principally in furnishing 
electric light and power, gas and 
water service. 

The gas manufacturing plants 
have a rated capacity of 11,420,000 


cubic feet of gas a day and their 
distribution systems total 838 miles 
of mains. Besides the above gas 
plants, there are extensive natural 
gas properties in Maryland, West 
Virginia and Texas with a total 
consumption of approximately 13,- 
000,000 cubic feet per day and 
nearly 800 miles of mains. Com- 
panies in the unified organization 
serve a total population of about 


750,000. 


* * * 


Gas Co. Authorized to Change 
Heating Value 


Albany, N. Y.—The Public Ser- 
vice Commission authorized the 
Plattsburg Gas & Electric Com- 
pany to change the heating value 
of its gas from 585 B.t.u. a cubic 
foot to 537 B.t.u., on condition that 
it makes a general reduction in its 
gas rates of at least five cents a 
thousand cubic feet to be effective 
January 1. 

The change in the heating value 
of gas supplied by companies in 
various parts of the state, as indi- 
cated above, has been in effect for 
some time, the Plattsburg com- 
pany being one of the very few 
gas companies which have not 
established a new standard of 537 
B.t.u. per cubic foot. 


* * * 


Gas Light Co. of Augusta 
Absorbed 


Augusta, Ga.— Announcement 
has been made recently at the 
Gas Light Company of Augusta’s 
office of the consolidation of South- 
ern Gas & Power Corporation with 
Central Public Service Company, 
thus practically doubling the size 
of the public utility organization 
which includes the local gas service 
system. 

The only local effect of this, it 
was pointed out by Manager M. M. 
May, will be a large increase of the 





resources at the command of the 
Gas Light Company of Augusta 
and a strengthening of its facilities 
for handling engineering and 
financial problems incident to the 
constant expansion required to pro- 
vide the best possible service. 
* *« * 
Ohio Gas Light & Coke Co. 
Purchases Properties 


Columbus, O.—The Ohio Gas 
Light and Coke Company of 
Napoleon has been authorized by 
the State Utilities Commission to 
purchase the properties of the Kill- 
buck and Millersburg Oil and Gas 
Company of Millersburg, for $80,- 
000 and the properties of the East 
Ohio Gas Company of Millersburg 
for $36,000. The purchasing com- 
pany was given permission also to 
issue $650,000 in stock to retire 
$350,000 in outstanding bonds and 
$75,000 in notes and to use the re- 
mainder in purchasing the new 
holdings at Millersburg and a new 
plant at Swanton. 


Providence Gas Co. Declares Extra 
Dividend 


Providence, R. I.—In declaring 
an extra dividend of $1 per share 
on Providence Gas Company stock, 
the board of directors began to re- 
pay stockholders for dividend 
losses sustained during the years 
immediately following the war, 
when operating costs were un- 
usually high. 

President C. H. Manchester ex- 
plained, after the meeting yester- 
day, that in 1918-1920, the gas com- 
pany was obliged to raise the rates 
because of war conditions. In 
order to avoid a still greater in- 
crease in rates, the company did 
not declare the usual! quarterly 
dividend of October 1, 1918, and 
January 1, 1919, and paid the six 
consecutive dividends from April 
1, 1919, to July 1, 1920, at the rate 
of 50 cents per share instead of the 
usual $1 per share. This aggre- 
gated a loss of $5 per share. 

Since that period, the Providence 
Gas Company has made five differ- 
ent reductions in the gas rates, the 
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last becoming effective on July 1, 
1926, so that the rates now levied 
on consumers, according to Presi- 
dent Manchester, compare favor- 
ably with the rates in other New 
England cities. The five reduc- 
tions represent an annual saying of 
$800,000 to the consumers. 

The present extra dividend has 
been made possible through a 
series of favorable conditions, chief 
of which is the temporary improve- 
ment in the coke market, due to 
the strike of the anthracite miners. 
The increased earnings of the com- 
pany make possible the regular 
dividends of $4 per share and also 
an additional dividend of $1, pay- 
able on January 1, 1927, to all 
stockholders owning stock of the 
company at the close of business on 
December 15. 


Santa Claus at Newton Gas Co. 

Brooklyn, N. Y.—Santa Claus 
visited the auditorium of the New- 
ton Gas Company Wednesday and 
Thursday of this week, and left a 
very festive Christmas tree, and 2 
plump turkeys. 

A Christmas dinner complete in 
every respect, was prepared before 
the classes in practical cookery by 
members of the home service 
division: One of the features of 
this dinner was of course, the tur- 
key, which was stuffed and trussed, 
and made all ready to pop into the 
oven, before it was given to the 
holder of the lucky numbers on 
each of the two days. 

Other lucky numbers brought 
precious gifts from a red stocking 
which Santa Claus hung on the 
tree. 

These demonstrations which are 
presented for the general public 
each Wednesday and Thursday aft- 
ernoon'at 2:30, at the auditorium 
on Grand Street and Queens Blvd. 
have drawn large numbers of wo- 
men from a wide area. 


* ¢ 


Peoples G. & E. Co. Increases 

Albany, N. Y.—Peoples Gas and 
Electric Company of Oswego, has 
filed a certificate in the office of 
the secretary of state changing its 
capital stock from $2,000,000, con- 
sisting of 40,000 shares of $50 par 
value to 50,000 shares non par 
value. 


Minneapolis Gas Gompany Plans Projects 
of 4 Millions 


Minneapolis, Minn.—More than 
$4,000,000 will be expended by the 
Minneapolis Gas Light Co. within 
the next three years in expansion 
of its properties if it receives from 
the city council an extension of its 
franchise for 20 years, according to 
A. H. Rand, president of the com- 
pany. 

The request for the extension 
of the franchise was made in a 
letter presented to the city council 
in which is was pointed out that 
the proposed step-rate schedules 
could not be financed until assur- 
ance had been given that the fran- 
chise. would be extended. Action 
on the request was delayed because 
of the absence from the city of 
several aldermen. 

If the franchise is granted a sum 
which may reach $1,300,000 will be 
expended immediately in improv- 
ing and expanding -the manufac- 
turing plant of the corporation on 
the Mississippi river front at 
Fourteenth avenue south, and in 
extension of mains, Mr. Rand said. 

Of this amount, from $500,000 to 
$800,000 would be put into the 
plant, for replacements, improve- 
ments and additions to equipment. 
The proposed new equipment 
would include two units for the 
manufacture of oil gas. More than 
$500,000 will have to be spent 
within the next year or two for 
replacing present gas mains and in- 


stalling additional mains. in all 
parts of the city. ; 
This expansion of the main 


system is imperative, if the service 
furnished by the company is to 
keep pace with the growth of the 
community, Mr. Rand explained. 
More mains will be necessary 
especially if the step rate—a re- 
duced charge for quantity con- 
sumption of gas—is made possible 
in the company’s program by 
granting of the new franchise. 
The last major item in the cor- 
poration’s improvement program, 
which will be undertaken after 
arrangements for the franchise are 
completed on a mutually satisfac- 
tory basis, consists of the con- 
struction of a new plant for the 
manufacture of coal gas, which 
constitutes the bulk of the gas dis- 


tributed by the Minneapolis com- 
pany. This new plant would cost 
$3,000,000, and possibly more, Mr. 
Rand said. The steadily increasing 
demand for gas in Minneapolis will 
cauSe extensive additions to the 
facilities for manufacture of coal 
gas to be needed badly in two or 
three years. 

Mr. Rand explained that the 
company has prepared no definite 
figures as to the amounts which it 
will expend on the several items of 
improvement and expansion. The 
sums which will go to make up the 
completed program of more than 
$4,000,000 are rough estimates but 
the figures for each item are con- 
servative, he said. 

In addition to the large construc- 
tion program, a highly important 
matter of refinancing is dependent 
upon the issuance of a new fran- 
chise by the city, according to Mr. 
Rand. The company has bonds 
totaling $7,000,000, which will 
mature in February, 1930, and these 
must be paid or refunded at that 
time, he pointed out. 

“Both the sale of new securities, 
which will finance the construction 
and improvement program, and the 
refinancing of this $7,000,000 of 
maturing obligations, are contin- 
gent on the granting of a new 
franchise to the company,” Mr. 
Rand explained. “It will be im- 
possible for us to undertake any 
financing whatever, without the as- 
surance which the franchise would 
give that we are to continue to 
furnish gas for Minneapolis. There 
would be no chance, for example, 
for us to market 10 or 20-year 
bonds, if investors were not certain 
that our legal existence as a public 
utility would not be terminated 
within the next two or three 
years.” 

As in the case of the construc- 
tion program, the company has not 
set up specific figures in its pro- 
posal to establish step rates for gas 
consumers, based on the number of 
thousands of cubic feet purchased 
each month from the company. 
The idea is one of quantity pur- 
chasing, with the customer who 
buys 200,000 feet of gas a month 
getting the benefit of a more favor- 



















































































































- fs 4 © ~ - é o . 7? 
- ; : _ 2 4 — * > ay 
ea PE tet SAI SE ELS IGE HB ESL MOE IIE ING RE 











742 


AMERICAN GAS JOURNAL 


December 25, 1926. 





able rate than the one who uses 
only 2,000 feet. 


The company has not prepared 
any hypothetical figures to show 
what is possible under the step rate 
plan. Statistics on file at the office 
of the city gas inspector, however, 
show that step rates, in other large 
cities, where they are in effect, are 
graduated on a percentage basis. 
One large eastern city has rates 
of $1.20 per thousand for the first 
2,000 feet sold to a customer, and 
this charge is graduated to 75 cents 
for gas purchased in excess of 
200,000 feet. 


As explained by Mr. Rand, in 
commenting on the company’s 
suggestion of a step rate program 
to the city council, the arrange- 
ment would permit substantial 
savings to consumers who already 
use gas extensively in their opera- 
tions, such as bakers. Quantity 
rates also would make possible 
widespread use of gas in industrial 
plants of all kinds, such as found- 
ries, machine shops and like metal 
working establishments where in- 
tense heat is required. Lastly, gas 
prices graduated on the basis of 
consumption would make gas 
available for economical heating of 
residential buildings, both single 
and multiple family dwellings. 


* * # 


Gas Man Laid At Rest 


Philadelphia, Pa—Charles Wilde 
died Saturday, December 11 in the 


. Polyclinic Hospital, Philadelphia, 


where he had been confined for the 
past ten months. He is survived by 
his widow and one son, C. Howard 
Wilde, and two daughters, Alice 
W. Wilde and Mrs. Charles 
Meyers. 


One of the oldest employees of 
the Philadelphia Suburban Gas and 
Electric Company in years of ser- 
vice, Mr. Wilde entered the employ 
of the company at the Darby works 
March 7, 1902. A number of years 
later he was transferred to the 
Chester district, in latter years be- 
coming engineer of distribution 
which position he held at the time 


of his death. During the period of 
employment with the gas company 
he did not lose a single day due to 
sickness up until the time of his 
recent illness which caused his 
death. 


Mr. Wilde was a member of the 
American Gas Association wherein 
he took an active part on the dis- 
tribution committee of the tech- 
nical section ; a member of the Em- 
ployee’s Association of the gas 
company, and secretary of its Ten 
Year Club. He was a member of 
Prospect Lodge No. 578 Free and 
Accepted Masons, Chester Royal 
Arch Chapter No. 258, Chester 
Commandery No. 66 Knights 
Templars, and other orgnaizations. 


His associates of the gas com- 
pany attended {the ‘funeral in a 
body, the following serving as pall- 
bearers: J. D. Shattuck, W. G. 
Sterrett, J. E. Mickle, G. W. 
Savage, R. E. Jones, W. Duncan, 
T. Brown, and W. Burk. 


J. P. Conroy Now Sole Owner 


James P. Conroy has taken over 
the entire stock of the Radiantlog 
Corporation, manufacturers of an 
improved type of odorless gas log, 
with radiants following the lines 
of the bark. 


Mr. Conroy will operate under 
the name of the Radiantlog Cor- 
poration with New York office at 
44 Murray street, and factory in 
Newark, New Jersey. 


; *_ * * 
Edward P. Coveny Passes Away 


Minneapolis, Minn.—Edward P. 
Coveny, assistant secretary of the 
Minneapolis Gas Light Company, 
recently passed away after an 
illness of several months. He was 
born in Concord, N. H., February 
11, 1882, and came to Minneapolis 
with his parents when he was three 
years old. He has been an em- 
ployee of the Minneapolis Gas 
Light Company for more than 25 
years. 





Stone & Webster and Blodget & Co., Inc., 
Formed to Engage in Pub. Utility Work 


New York City.—Stone & Web- 
ster, Inc., and Blodget & Co., 
announce the formation of a new 
company under the name of Stone 
& Webster and Blodget, Inc. The 
company will begin operations on 
January 1, 1927, with an authorized 
capital of $10,000,000. The cor- 
poration is a combination of the 
securities department of Stone & 
Webster, Inc., and the old invest- 
ment house of Blodget & Co. 

Public utilities and others whose 
securities will be handled by Stone 
& Webster and Blodget, Inc., will 
have the advantage of a wider 
market through the combination 
than either of the companies could 
offer separately. Its facilities will 
be available not only for originat- 
ing issues to be sold by the new 
house exclusively, but also to 
public utilities and other corpora- 
tions in the sale of whose securi- 
ties Stone & Webster and Blodget, 


Inc., will participate with other 


houses. 

The officers and directors of 
Stone & Webster and Blodget, Inc., 
in addition to Bayard F. Pope, 
president, will be: C. E. Ober, H. 
R. Hayes and R. H. Carleton, 


senior vice-presidents ; T. T. Whit- 
ney, Jr., P. L. Warren, J. D. 
Thomas, R. H. van Deusen, A. C. 
Dunmore, J. E. Baker and A. B. 
Griffin, vice-presidents ; F. T. Pratt, 
secretary, and Howard F. Neill, 
treasurer. Directors: C. A. Stone, 
E. S. Webster, B. F. Pope, H. G. 
Bradlee, G. O. Muhlfeld, F. P. 
Royce, F. H. Cabot, Jr., C. E. Ober, 
R. H. Carleton, H. R. Hayes, T. T. 
Whitney, Jr., P. L. Warren, J. D. 
Thomas, R. H. van Deusen, A. C. 
Dunmore, J. E. Baker and A. B. 
Griffin. 


New Gas Schedules Approved in 
N. Y. State 


Albany, N. Y.—The following 
new gas schedules have been ap- 
proved by special permission of the 
Public Service Commission, effec- 
tive November 15. 

Canisteo Gas Co. Natural gas 
:upplied in village of Canisteo and 
vicinity. Schedule increased from 
53 cents to 80 cents per M. cu. ft., 
the rate for use of service for fuel, 
lighting and power; also estab- 
lishes minimum charge of 80 cents 
per month. Present payment dis- 























December 25, 1926. 


AMERICAN GAS JOURNAL 





count 5 cents (formerly 3 cents per 
M. cu. ft.) 5 cents on minimum 
bill. 

Empire Gas & Fuel Co., Ltd. 
Natural gas service supplied in 
villages of Andover, Alfred, Alfred 
Station, Almond, Bolivar, Cuba, 
Greenwood, Hallsport, Little 
Geneseo, Richburg, Scio, Stanards, 
Wellsville and Whitesville and 
towns of Alfred, Alma, Almond, 
Andover, Bolivar, Cuba, Clarks- 
ville, Genesee, Greenwood, Inde- 
pendence, Scio, Wellsville, West 
Union, Willing and Wirt. Schedule 
increased from 53 cents to 80 cents 
per M. cu. ft., for use of service 
for fuel, lighting and power; also 
establishes minimum charge of 80 
cents per month. Prompt payment 
discount 5 cents (formerly 3 cents 
per M. cu. ft.) (5 cents minimum 
bill). Flat rate for street lamps, 
$1 per single mantle lamp per 
month; heretofore 25 cents or 30 
cents per month. 

Hornell Gas Light Co. Natural 
gas service supplied in city of 
Hornell and vicinity. Schedule in- 
creased from 53 cents to 80 cents 
per M. cu. ft., the rate for use of 
service for fuel, lighting and power 
also increases from 50 cents to 80 
cents the minimum charge per 
month. Prompt payment discount 
5 cents, (heretofore 3 cents per M. 


cu. ft.), (5 cents on minimum bill). 
* * * 


Brooklyn Union Entertains Kiddies 
At Christmas Party 

Brooklyn, N. Y.—The Brooklyn 
Union Gas Company entertained 
3,000 kiddies, children of its em- 
ployees, at a Christmas party at 
Kismit Temple, December 18. 

Kismet Temple was handsomely 
decorated with festive greenery, 
palms and Christmas wreaths. The 
center of the decorations was a 
mammoth Christmas tree, wonder- 
fully decorated with small toys and 
ornaments and illuminated with 
myriads of lights. 

Clowns greeted the children as 
they entered the hall and presented 
each one of them with a box of 
candy. Santa Claus, of course, was 
the center of attraction for the 
kiddies. He pranced about the 
Christmas tree distributing gifts 
to all of the children. 

An amusing and novel entertain- 
ment was provided, including a 
French musical clown, acrobatic 


comedians, a magician and several. 


gymnastic acts, which were greet- 





ed vociferously by the youthful 
audience. 

An orchestra of eight musicians, 
dressed as clowns, furnished the 
music during the afternoon, and 
Santa Claus, acting as song leader, 
led the children in singing. An 
intermission during the show en- 
abled the committee to supply each 
child with ice cream and fancy 
crackers. 

Officers of the Brooklyn Union 
Gas Company visiting the party 
during the afternoon were: Clifford 


E. Paige and Arthur F, Staniford, 
vice-presidents; Henry E. Mc- 
Gowan, secretary; F. R. Wogan 
and J. T. White, assistant secre- 
taries; Herbert Wellington, assist- 
ant treasurer; T. P. Payne, C. C. 
Atwood, H. L. Nickerson, George 
M. Kirchmer and John I. Blanch- 
field. 

The affair was under the man- 
agement of The Brooklyn Union 
Gas Club with Harold F..Coleman, 
social vice-president of the club, in 
direct charge. 





New England Notes 


Athol, Mass.—The employees of 
the Athol Gas & Electric Company 
held a dinner and social in the 
Y.M.C.A. on Monday, December 20. 


Boston, Mass.—The Massa- 
chusetts Lighting Companies, 
through its treasurer, George F. 
Howland, has declared dividend 
No. 93, of $1.50 per share on the 
6 per cent preferred and $2.00 per 
share on the 8 per cent shares, pay- 
able January 15. 


Boston, Mass.—The Public Utili- 
ties Commission has approved the 
cancellation and retirement of $40,- 
000 notes of the Marlboro-Hudson 
Gas Company. The company wants 
to cancel the notes which have 
been bought by the company with 
funds set aside for depreciation. 


Quincy, Mass.—The Citizens’ 
Gas Light Company of Quincy, 
controlled by the Massachusetts 
Gas Companies, has applied to the 
Department of Public Utilities for 
authority to increase its capital 
from _ $1,268,000 to $1,643,000 
through the issuance of 3,750 addi- 
tional shares. The new stock 
would be issued at par—$100 a 
share. Massachusetts Gas Com- 
panies owns the entire outstanding 
stock. The increase is sought to 
provide funds for permanent im- 


provements and extensions to 
plant and equipment. 
Clinton, Mass.—The manage- 


ment of the Clinton Gas Company 
has been experimenting for some 
months with the use of tar as a 
fuel at its gas production plant on 
Pleasant street, as an economy 
measure, utilizing a by-product 
which has been permitted to 
accumulate in a great mass in the 
yard of the plant. The officials now 
report that from 100 gallons of tar 


used in October of last year the 
consumption has been increased to 
nearly 2,500 gallons in November 
this year, and a very great saving 
has been accomplished. 

Cambridge, Mass.—The em- 
ployees of the Cambridge Gas 
Light Company held a Christmas 
party at the company’s recreation 
rooms on Thursday, December 23. 

Concord, N. H.—The Public Ser- 
vice Commission has authorized 
the merger of the Raymond and 
Candia Electric Company with the 
Portsmouth Power Company and 
gave the latter company per- 
mission to furnish power in the 
towns served by the absorbed com- 
pany. The common stock of both 
companies is owned by the Associ- 
ated Gas and Industries Corpora- 
tion, 

Portsmouth, N. H.—The Hamp- 
ton Gas Company, which supplies 
gas for Hampton Beach, has been 
sold to James Cashman, Haverhill, 
Mass., for $10,000. The company 
has been in the hands of a receiver 
for several months. Controversies 
over service, which developed be- 
tween summer residents of the 
beach and the company resulted 
some time ago in an order of the 
state attorney general and the New 
Hampshire Supreme Court direct- 
ing the company to supply gas to 
the beach. 


ee 2.4 
Cincinnati Company Changes 
Guaranty Fund 

Cincinnati, O.—By a unanimous 
vote the directors of the Cincinnati 
Gas and Electric Company decided 
to change the “guaranty fuhd” of 
$3,750,000 which guarantees the 99 
year lease of the company’s prop- 
erty to the Union Gas and Electric 
Company. 
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This fund heretofore consisted 
of U. S. Government, county and 
municipal bonds provided by the 
Union Gas and Electric Company. 
The change voted permits the com- 
pany to withdraw these bonds and 
substitute prior lien Series C 6 per 
cent bonds of the Cincinnati Gas 
and Electric Company at the rate 
of ninety per cent of their vaiue. 
This will place in the guaranty 
fund $4,166,500 such Series C bonds 
which the Union Gas and Electric 
Company now owns, and $166,670 
in cash. 

As additional security the Union 
Gas and Electric Company agreed 
to give the unconditional guarantee 
of the lease of the Columbia Gas 
and Electric Corporation for its 
full term. In case the Columbia 
Gas and Electric Company should 
lose its identity by merger or 
otherwise, the Union Gas and Elec- 
tric Company would restore the old 
fund of Government, county and 
municipal bonds. 

E. H. Ernst, secretary of the 
Cincinnati Gas and Electric Com- 
pany, said that 205,000 shares had 
voted in favor of the change. He 
said that the total stock of the 
company is $35,000,000 or 350,000 
shares, and under the terms of the 
lease the Union Gas and Electric 
Company is required to pay 5 per 
cent on the stock. 

* ¢ * 


Brooklyn Union Gas Co. Held 
Annual Christmas Sing 

Brooklyn, N. Y.—The financial 
districts’ annual Christmas sing 
was held as usual this year in the 
rotunda of The Brooklyn Union 
Gas Company building, 176 Remsen 
street, on Friday, at noon. All 
business houses doing business in 
the financial district were invited 
to join in the singing of Christmas 
carols at that hour. 

The Brooklyn Union Gas Com- 
pany chorus, under the direction 
of John H. Waldron, rendered the 
following program of eight carols: 
Adeste Fideles, Three Kings of 
Orient, Hark! the Herald Angels 
Sing, Good King Wenceslas, 
Silent Night, It Came Upon the 
Midnight Clear, God Rest You 
Merry Gentlemen, The First Noel. 

At sgven o'clock Friday evening, 
the entire chorus was moved by 
automobiles, to Station WNYC, in 
the municipal building, New York 
City, where under the direction of 
Mr. Christy Bohnsack, they broad- 
casted the “tidings of great joy,” 


from that station beginning at 
seven o'clock and ending at 7:30. 
Before the chorus went to the 
broadcasting station, they were 
entertained at dinner by The 
Brooklyn Union Gas Company. 


* * * 


Gas News From Middle West 

Cincinnati Gas and Electric Com- 
pany has declared the regular 
quarterly dividend of $1.25, pay- 
able January 1. 

The Kansas Gas and Electric 
Company’s regular quarterly 1% 
per cent dividend on preferred will 
be paid to stock on record De- 
cember 30. 

Lone Star Gas Corporation has 
declared a dividend of 50 cents, 
payable December 31. The previous 
dividend was 4334 cents, showing 
quite an improvement in the affairs 
of this corporation. 

H. C. Blackwell, president of the 
Cincinnati Gas and Electric Com- 
pany and successor to W. W. 
Freeman, now of the Columbia Gas 
and Electric Co., told the Cincinnati 
Chamber of Commerce Forum, in a 
recent address before that body, 
that after a thorough inspection of 
60,000 gas meters only .004 per cent 
of them were shown to be slow. 

“Do you hear a little click-click 
in your gas meter”? he asked. 
“Don’t worry, for that is just a 
little ball or tiny lever which moves 
in the mechanism to prevent the 
meter from turning backwards,” 
Blackwell told the Forum. 

“Accuracy is the watchword of 
our meter department,” he said. 
“Recently we took a meter out of 
the First Presbyterian Church 
which had seen fifty-four years of 
service. After a thorough and ex- 
tensive test we found it to be 
perfect.” 

With the aid of gas and water 
meters in glass cases Blackwell 
showed his audience how his cor- 
poration measures gas and the city 
water used by the consumer. He 
also demonstrated a meter used in 
the gas fields for the measuring of 
gas used by large consumers. The 
meter display showed machines 
from the first type used by. the 
Cincinnati-Edison Company years 
ago, to the most modern device. 

> * * 
Contracts Awarded 

.The Arlington Gas Light Com- 
pany of Arlington, Mass., has 
placed an order with the Gas 
Machinery Company of Cleveland, 
Ohio, for a Wickes water tube 







waste heat boiler and auxiliary 
equipment. 

This waste heat boiler installa- 
tion will be installed in connection 
with the new 11 foot carburetted 
water gas apparatus now being 
erected in Arlington by the Gas 
Machinery Company. 

The gas company is also going 
to install exhaust steam equipment 
for the operation of the water gas 


generator. 
* * * 


Alpha-Lux Co. to Open Plant in 
Philadelphia 

The Alpha-Lux Co., Inc., of New 
York, announce that they will open 
on January 1, a plant in Phila- 
delphia, Pa., completely equipped 
with new machinery for handling 
their ready-mixed “Lux Sponge.” 
The new plant covering approxi- 
mately 25,000 square feet will be 
located on the Reading railroad, 
and will enable them to make more 
prompt deliveries. The head office 
of the company will remain at 192 
Front street, New York. 


* * * 
“Selling Points—Opening the Door 
to the Buyers Interest” 

Under this title, the American 
Rolling Mill Co., Middletown, Ohio, 
has placed within reach of the gas 
companies for use in their com- 
mercial department, a very valu- 
able treatise on the invisible ma- 
terial beneath the enameled coat- 
ing comprising their ranges, heat- 
ers and refractories. 

This treatise was written from 
data gathered through contact and 
investigations among retail buyers 
and salespeople, which disclosed 
that sales people were overlooking 
a strong selling point in not being 
able to tell prospective customers 
the quality of the metal under- 
neath the enamel. 

Naturally, the nationally known 
and advertised “Armco” Ingot 
Iron, is featured and arguments 
are advanced explaining why 
“Armco” Ingot Iron is the best 
metal as a foundation for enameled 
ware of every character, and tieing 
up the widespread reputation of 
this metal, easily identified by its 
blue and gold label, through long 
and intensive advertising, to the 
merits of the range, heater or re- 
frigerator on which it is used. 

Besides stressing the purity, uni- 
formity, economy and durability of 
“Armco,” the concluding paragraph 
tells of the co-operation the com- 
pany is ready to extend to all gas 
companies who desire their help. 
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Wanted in 8 million homes 





Member American Gas Association 





7. say that Welsbach automatic storage water heaters “sell 
themselves” might seem like exaggeration. Yet when Welsbach 
advantages are fully understood, people quickly realize that hot 


water need no longer be an expensive luxury. 
And THAT is the big message over eight million homes have been 
waiting for. 


Hot water provided by a Welsbach is CHEAP hot water. Low first 
cost, very low gas consumption, trouble-proof and efficient operation 
are the outstanding features that influenced TWO HUNDRED 
PEOPLE TO. BUY. A WELSBACH FROM ONE DEALER IN 
THE FIRST 4 MONTHS OF 1926 in a city of approximately 
100,000 gas meters. 


Write for Sales Plan, Discounts and Deliveries 


WELSBACH COMPANY 


GLOUCESTER, N. J. 








Branches in Principal Cities 


Welitach, 


AUTOMATIC STORAGE GAS WATER HEATERS 
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No. American Company Controls 
Numerous Utilities 

St. Louis, Mo.—Control of $150,- 
000,000 of public utilities serving 
700 communities of Illinois, Iowa, 
Missouri and Kansas, variously 
with electricity power, gas and 
urban and interurban street cars 
has passed to the North American 
Co. of New York, which owns 
Union Electric Light and Power 
Co. and the Keokuk dam, in asso- 
ciation with the Midwest Utilities 
Co., which is controlled by Samuel 
Insull, the Chicago gas magnate. 

The control was established 
through purchase of common stock 
of the North American Light and 
Power Co. (previously in no wise 
connected with the North Amer- 
ican Co.), a corporation headed by 
Clement Studebaker of Detroit, 
which, in turn controls the IIli- 
nois Traction Co. and the Illinois 
Light and Power Co. 


To Apportion Properties 

At present, the North American 
and Insull will exercise a holding 
control, which later will be con- 
verted to an operating control. 

The purchase involves control of 
the electric and gas companies of 
Belleville and Granite City and the 
gas company of East St. Louis, to- 
gether with other gas and electric 
companies grouping themselves 
about Galesburg, IIl., Des Moines, 
Ia., and Peoria, III. 

Gas properties serve 74,000 cus- 
tomers in a business field of 375,- 
000 population, including East St. 
Louis and Belleville. 


Senator McKinley’s Interest 

The entire common stock of IIli- 
nois Power & Light is owned by 
Illinois Traction Co., of which 
United States Senator W. B. Mc- 
Kinley of Illinois, is president. Its 
annual revenue is about $32,000,- 
000, of which $16,000,000 is from 
electric light and power. Net earn- 
ings last year were $11,000,000. 

* * * 
Minneapolis Company Plans Im- 
provements 

Minneapolis, Minn. — Improve- 
ments at the plant of the Min- 
neapolis Gas Light Company, cost- 
ing $150,000, has been announced 
by Arthur Rand, president, bring- 
ing the total construction program 
of the company this year to $400,- 
000. 


Installation of additional equip- 
ment and remodeling of the plant 
will start next month, Mr. Rand 
said. This will include installation 
of several additional boilers, con- 
struction of “pushers,” machines 
used to force the gas into the out- 
lying district. The materials al- 
ready have been ordered. 

Twenty miles of mains will be 
laid, practically in the outlying dis- 
tricts. Last year the company put 
in a 16-inch pressure main directly 
from the plant to the Minnehaha 
park area, but this year virtually 
all the projects are small jobs, a 
few large mains to be laid in the 
Lynnhurst area and-in north and 
northeast Minneapolis. 

As a result of this year’s im- 
provements, the company will put 
in 4,200 additional service, bring- 
ing the total number of meters to 
117,757. Four crews comprising 
200 men now are at work on the 
mains. 

To supply Minneapolis with gas, 
the company uses each year 75,000 
tons of gas coal, which is low in 
surphur and ash, a year, shipped 
to Minneapolis from the Kentucky 
mines: via the Great Lakes, 28,000 
tons of boiler fuel and 57,000 tons 
of coke. The company receives 
about five carloads of coal a day. 
In addition to that, 11,500,000 gal- 
lons of oil are used in the manufac- 
ture of gas, a trainload of 25 cars 
being received each week from the 
western oil fields. 


*s- + * 


Contracts Awarded. 


The Public Service Co., of North- 
ern Illinois, has placed an order with 
the U. G. I. Contracting Company 
for the installation of a Cottrell 
Electric Precipitation system at the 
Niles, Ill., plant. The Cottrell Preci- 
pitating system is attracting con- 
siderable attention throughout the 
country on account of the fact that 
it practically removes all tarry and 
other foreign matters. 

The General Engineering & Man- 
agement Corp. have ordered the U. 
G. I. Contracting Company, Phila- 
delphia, to furnish and install a 
Chrisman Cycle on 5’ 6” carburetted 
water gas apparatus at the Wild- 
wood, N. J. plant. The Chrisman 
Cycle will greatly increase the capa- 
city of the apparatus. 

In addition to the Chrisman Cycle, 


the U. G. I. Contracting Co. is to in- 
stall a number of larger connections 
in order to take care of the in- 
creased capacity produced by Chris- 
man Cycle. 

The Bristol & Plainville Electric 
Company has ordered from the U. 
G. I. Contracting Company of Phila- 
delphia, a 9 ft. U. G. I. 4-pass high 
duty condenser, sylphon tempera- 
ture control and necessary gas con- 
nections for installation at the Bris- 
tol, Conn., plant. This new type of 
condenser is meeting with marked 
success wherever installed. 

The Central States Electric Co. is 
preparing to make improvements to 
its gas plant at Fairmont, Minn., 
and has contracted with the U. G. I. 
Contracting Co., Philadelphia, for 
the work. The installation is to in- 
clude 5’ U. G. I. cone top carbu- 
reted water gas apparatus with 
complete unit, including electric fuel 
hoist. 

There will also be installed by the 
U. G. I. Contracting Company, a 
high duty condenser with connec- 
tions; a 450 M. cu. ft. daily capacity 
U. G. I. tar extractor and two 10’ U. 
G. I. circular steel purifiers with 
manifold. 

The additional apparatus will 
greatly improve the Fairmont plant. 


* * * 


Cutler-Hammer Mfg. Co. Announce 
. Changes in Boston Office 


Milwaukee, Wis—B. M. Horter, 
formerly of the Philadelphia office 
of the Cutler-Hammer Mfg. Co., has 
just been appointed manager of the 
company’s Boston office. He suc- 
ceeds Mr. J. M. Fernald, who has 
resigned to enter a different field of 
business. 


Mr. Horter has been with the 
Cutler-Hammer Mfg. Co. since 
March, 1916. He started as office 
boy and has worked himself up 
through his sheer grit and determi- 
nation to succeed. At one time, Mr. 
Horter was manager of the Wilkes- 
Barre office of Cutler-Hammer, 
which has since been discontinued. 

During the war, Mr. Horter serv- 
ed on a submarine chaser. 

Mr. Horter’s technical ability 
makes him particularly fitted for 
the important post which he as- 
sumes July Ist. 
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1 This Welsbach Self- 
4 Lighter is the Cleverest 


Thing I’ve Ever Seen!” 
“Look here, Bess! When I give 
this little handle a twist it sends 
a shower of sparks right into the 
heater. See? Looks like the 
‘sparklers’ the children have on 
Fourth of July. Those sparks 
ignite the gas instantly, yet they 
cannot burn anything. Perfectly 
harmless and much safer than 
matches.” 


SELF-LIGHTING 
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An Exclusive Welsbach Feature 


The advantages are apparent and easily demonstrated on 
your display floor. 

THE BURNER CAPS are equipped with fire clay tops 
which do not corrode, rust or clog. No possibility of gas 
stoppage, no odor, no trouble. Assures full heating value. 


A WIRE GAUZE SCREEN protects the burner so that 
no dust or lint can clog the burner openings. 
Write for folder, NEW LOWER PRICES 
and attractive discounts 
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Member American Gas Association GLOUCESTER, N. J. Branches in Principal Cities 


Welsbach,. 


RADIANT GAS HEATERS 
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Industrial Research 


United 


Washington, D. C.—The continu- 
ing demand for a new edition of Bul- 
letin No. 16 of the National Research 
Council which contains a list of Re- 
search Laboratories in Industrial Es- 
tablishments of the United States in- 
dicates that this list apparently fills a 
certain need in the industrial world, 
and confronts us with the fact that 
the material assembled in 1921 is five 
years out of date and should be re- 
vised at this time. 

It is undoubtedly true that since 
1921 a large number of industrial 
concerns have established research 
laboratories. It is also probably true 


Laboratories in the 
States 


that the 1921 list does not contain a 
complete roster of the firms which 
bad laboratories at that time. In 
order that the new list may be as 
complete as possible we are appeal- 
ing to the readers of this journal who 
are connected with firms now main- 
taining research laboratories to send 
us a postcard giving the name and 
address of the firms with which they 
are connected. Questionnaires will 
then be sent to these firms. 

Please address your postcard to the 
Research Information Service, Na- 
tional Research Council, B and 21st 
streets, Washington, D. C. 





Bureau of Mines Man Lectures 
on Safety 

Fall River, Mass.—In the demon- 
stration room of the main office of 
the Fall River Gas Works Co., a 
series of special lectures in first aid 
was recently given by George 
Miller, representative of the Fed- 
eral Bureau of Mines. Each per- 
son completing this course in first 
aid was given a certificate by the 
bureau and a special handbook that 
will allow him to go a little further 
into the subject. 

This instruction has been offered 
by the government without any ex- 
pense on the part of the company 
or the employees, through the 
efforts of Claude C. Curtis, vice- 
president and manager, who has 


always been interested in any 
activity aiming towards safety 
work. 


This course in first aid comprises 
five lessons covering approximately 
two hours each. 

This course generally took into 
consideration the study of the ap- 
plication of tourniquets at the va- 
rious vital pressure points of the 
body to prevent bleeding that 
might endanger life and also the 
application of first aid treatment 
to tide over the period between the 
time when the accident occurs and 
when a doctor arrives or can be 
reached. Knowledge of medicine 
is not necessary. The purpose of 
the work is to ease the patient re- 
gardless of what has occurred to 
him and prevent the continuance 
of anything such as bleeding which 
might endanger life. The applica- 
tion of splints to prevent irritation 
of bones and the destruction of 


tissues in cases of fractures is also 
studied. 
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Gas Men Awarded Medals for 
Bravery 


Chambersburg, Pa——Howard T. 
Jayne, engineer, and Charles J. Mc- 
Cready, caulker, employees of The 
United Gas Improvement Com- 
pany, Philadelphia, have been 
recommended for the Samuel T. 
Bodine Meritorious Service Award, 
for bravery in effecting the capture 
of four bandits who held up the 
Olney Bank and Trust Company in 
that city. 

The bandits killed a policeman 
and wounded several persons in 
their efforts to escape. Jayne and 
McCready have also been publicly 
commended by Mayor Kendrick, of 
Philadelphia. 

The two gas men had left in a 
light truck to get some tools 
needed in a main-laying job. On 
their way back they drove into a 
storm of bullets, which was being 
scattered by the fleeing bandits. 
Despite great personal danger, 
Jayne and McCready pursued and 
caught one of the hold-up men. 

Leaving McCready to guard the 
prisoner, Jayne then sped after the 
others, who had commandeered a 
milk wagon. He then blocked the 
milk wagon, in which the bandits 
were fleeing, and forced them into 
the street, where they were 
captured. The gas truck was 
riddled by the bandits’ bullets. All 
four of the bandits were sentenced 
to die. 


Lyle C. Harvey Joins Bryant 
Heater 

Cleveland, O.—It is an honor and 
a pleasure to announce that Lyle 
C. Harvey has joined The Bryant 
Heater & Mfg. Company sales 
organization. 

Mr. Harvey was gas sales engi- 
neer for the Illinois Power and 
Light Corp., of Chicago, and has 
been active in A. G. A. as well as 
Illinois Gas Association work. 

x * * 

Power Show Reveals Tremendous 
Advance in Heating and Venti- 
lating Apparatus 

New York City—Heating and ven- 
tilating apparatus will form one of 
the important sections of the Fifth 
National Exposition of Power and 
Mechanical Engineering to be held at 
the Grand Central Palace from De- 
cember 6 through 11, 1926. Over 
148 exhibits of all types of equipment 
for heating and ventilating will pre- 
sent the novel developments that 
modern industry demands for its 
present program of increasing the 
productivity and economy of its fac- 
tories. The heating and ventilating 
art is making great progress under 
the stimulus of the demand for 
greater knowledge about heating and 
ventilating processes. 

* * * 

Gas to Heat Local Building 

East St. Louis, Mo.—For the first 
time in East St. Louis a public build- 
ing is to be heated this winter with a 
gas-fired furnace, thus eliminating a 
part of the usual smoke nuisance. 

This building is the Gas Company 
Building occupied by the Illinois 
Power and Light Company and 
Veach and Hendricks Real Estate 
Company. 

A 19-section Bryant steam boiler, 
gas fired, has just been installed and 
the entire building, occupied by the 
gas company and the real estate office 
on the first floor, and various offices 
on the second floor, will be heated by 
this system. 

* * * 


Ada Gas Company Sold to Ohio 
Fuel Co. 


Ada, O.—Transfer of the business 
of the Ada Gas and Fuel Company 
to the Ohio Fuel and Gas Company 
has been effected. 

The deal is not expected to make 
any change in name, rates or man- 
agement, according to Mr. Moore, 
but will place the local service in the 
hands of a large corporation and will 
eventually result in better service, he 
believes. 








10,000 House Heating Instal- 
lations for [his One Gas 


Company by 1937r 


OUSE heating with manufactured 
gas is no longer the novelty it was. 
Already 





there are outstanding 
successes in the field. Here are the meth- 
ods used by one gas company in the mid- 
dle West and an indication of the re- 
markable success which has attended 
their efforts. 


This gas company supplies gas to sub- 
urban residential and manufacturing 
towns. It serves one city of about 50,000 
population and many smaller communi- 
ties, belted by high pressure distribution 
systems. It has a large customer-owner- 
ship and its securities command a high 
price and pay good returns. 
during the winter of 1925-6 for house 
heating amounted to 140 million cubic 


Its gas sales 


feet! The rate for gas for house heating 
is about 85 cents per thousand (The rate 
is sliding scale.) 
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Increase Doubled Each Year 
Each year, for the past six years, gas sales 
added through house heating have been 
doubled. An indication of the success 
of their methods may be gauged from the 
fact that, in one of their communities, one 
out of every ten homes is already using 
gas for heating. 


3elow is the report of the interview 
with the Industrial Gas Engineer of the 
gas company, as turned in by the R. O. 
Eastman Company. The captions are the 
reporter's questions and are followed by 
the answers given. 


Interest in House Heating: 


(0 ee Company has ten house heat- 
ing salesmen working exclusively on this portion of 
their business, in charge of a House Heating Spe- 
ialist, who reports directly to the Industrial Gas 
Engineer. They believe that this is a desirable 
addition to the gas load and it can only be secured 
by utilizing the service of trained men as mentioned 


above. 


bE xpectancy Re garding Future Deve lop- 
ment Along This Line: 


They have estimated that it would be possible 
to secure 10,000 installations by 1937. This esti- 
mate is based on the fact that, for the past two 
years, the Company’s business in this portion of its 


load has increased 100 per cent per year. 


General Experience of the Company 


in Handling Gas Boilers: 


They have found that, from a merchandising 
point of view, the Bryant Boiler, being the only one 
they have ever sold, has been a very satisfactory 
item to handle from the standpoint of construction 
and performance. Assistance rendered by the Bryant 
Heater Manufacturing Company through their 
representative has been invaluable. 
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Opinion of Experience with Reference 
to Handling Various Lines as A gainst 
the Policy of Concentrating on One: 


They are satisfied that, for the present at least, 
the policy now in force shall be continued. 


Reasons Why Bryant Was Chosen: 


An investigation showed that the Bryant Heater 
& Manufacturing Company were probably the pio- 
neers in the development of an efficient boiler for 
burning gas and the........ Company has not been 
disappointed in its choice of this type of equipment ; 
hence, their reason for wishing to concentrate on 
this one make of boiler. In addition to this, constant 
cooperation of the engineers and salesmen of 
both companies has proven that the extensive re- 
search conducted by the Bryant Heater & Manufac- 
turing Company is as progressive as any to be found 
in this field of endeavor. 


Experience in the Sales 
of Bryant Equipment: 

The experience of the ............ Company in 
investigating sales of other utility companies has 
proven that they are on the right track in selling 
the Bryant equipment exclusively; and as they have 
never handled any other make of boiler, there can 
be no contrast in their immediate Company. 


How the Sales Work Is Organized: 

e's a & via'enae Company takes advantage 
of the National Advertising conducted by the Bryant 
Heater & Manufacturing Company of Cleveland by 
utilizing much of this material in newspaper adver- 
tising and broadsides. They do not believe that a 
high type class of business of the house heating order 
can be secured by promiscuously mailing all adver- 
tising with the gas bills, so that plan is not even 
being considered. Some very good prospects have 
been received from both newspaper and broadside 
advertising; though to date it is believed that more 
direct contact is made through the broadsides, and 
that the newspaper advertising has resulted largely 
in retaining the public interest as a whole. 


Hearty cooperation is given the heating contrac- 
tors for the reselling of boilers for all new homes, 
as well as replacing or cross-connecting boilers for 
old residences. In case of a new home it is believed 
that the ideal policy is to sell the boiler to the 
heating contractor; and in the case of old 
homes, if the sale is made direct to the home owner, 
the contractor is solicited to make the installation. 
It has been found that many satisfactory prospects 
were secured by inquiring of the successful user of 
a house heating boiler and securing the names of 
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his friends who have shown interest in the opera- 
tion of his particular plant. It has been found very 
advantageous, in consummating a sale, for the house 
heating salesman to carry with him copies of bills 
rendered to existing customers, in order to satisfy 
the prospect that actual cost of house heating per 


season is possible and within his means. 


The company has carefully estimated the average 
temperature for 25 years from U. S. Weather 
Bureau reports based on the ‘immediate territory 
served and are, therefore, able to approximate a 
customer’s seasonal gas bill very closely when in- 
terviewing the prospect. They are very strict in 
their policy in endeavoring to give the customer 
an estimate which will be a close approximation of 
the average seasonal bill, and their statement has 
lead me to believe that they would rather be five 
or ten per cent higher in giving this estimate for the 
season than five or ten per cent lower. 


Each ot their house heating salesmen has been 
very carefully trained for many weeks before com- 
ing in contact with a customer and it has been 
found that, although towns widely spread are served 
by these house heating salesmen, each is telling 
identically the same story to his individual pros- 
pect. Careful measurements of each home are made 
to ascertain accurate heating requirements of this 
home before a proposition is submitted to the cus- 
tomer covering the cost of the heating equipment 
and the approximate cost of seasonal operation. 


W hat is Needed to Get More Business: 

They believe that continued interest is stimu- 
lated in the public mind by the continuation of the 
program of National Advertising, and it is their 
belief that Bryant advertising is comparable with 
that of any other company being conducted at the 
present time. 


They are satisfied with their experience in the 
accurate construction and performance involved in 
the manufacture of the Bryant boiler, and this is 
evidenced by their friendly attitude for the continu- 
ance of business with the Bryant Heater Company. 
It is not believed that anything would be gained 
in National Advertising by making a comparison 
with other boilers on the market, though it might 
be advantageous to stress particular points in con- 
struction which guarantee continued and uninter- 
rupted service in the operation of the boiler to the 
customer. 


A standard code of rules has been drafted by 
We dbl s ka odes Company covering their service 
policy, and they maintain a corps of service men and 
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cars to give service every hour in the day of the 


24 hours if required. 


They have found from a continued study of the 
service in question that, if one major inspection is 
made during the summer months and another at the 
peak of the heating season, at which times the opera- 
tion of the boiler is carefully checked, it is only 
necessary the remainder of the year to depend upon 
calls from the customer for assistance. They feel 
particularly well pleased with the few calls which 
have been necessary in conjunction with the opera- 
tion of their 800 installations. 


It is further brought out that they use great care 
in seeing that the heating contractor, when instal- 
ling che boiler, is given every assistance in the cor- 
rect installation of the boiler, and they watch 
very closely the operation of the boiler for the 
first few days it is placed in service. 


It has not been necessary for this Company to 
carry a large quantity of parts due to the fact that 
the substantial construction of the boiler has elimi- 


nated this problem. 


Ne ideale dina Company are particularly 
pleased with the high calibre of the sales and engin- 
eering cooperation given them by the local repre- 
sentative, and they state that Messrs. .......... 
ncn wanes are particularly helpful in giving 
immediate help when needed in all matters relating 


to conduct of their business. 


ee eee Company has never made 
any effort to secure wholesale testimonials of users 
of their equipment in the gas fired boiler field, and 
they are not inclined to make any effort in this 
particular direction. It was brought out that a much 
more satisfactory way of securing references was 


so to satisfy the present users of boilers and fur- 
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naces that they could, without question, take a com- 
plete list of all their installations to any new pros- 
pect for him to refer to, either by phone or written 


inquiry. 


It is not believed that anything more can _ pos- 
sibly be done by the Bryant representative to aid 
further advance to their business, as everything 
humanly possible is being done for the........... 


Company at the present time. 


Payment Plan: 

Sale of boilers in territory served by the ...... 
Terre Company, prior to 1925, proved conclu- 
sively that a very high peak was reached during 
September, October and November. It was found 
that heating contractors were unable to handle 
the installation of all these boilers in the fall of the 
year, in time to render the early needed service to 
the customer. A plan was, therefore, worked out to 
stimulate prospective customers’ interest during the 
summer months, by offering to allow the customer 
to pay for the boiler without interest the first of 
October if a payment equivalent to the installation 
charge was made at the time the order was con- 


summated. 


This plan has been placed in effect for two suc- 
cessive years, beginning May first of each year, and 
has been so successful that the sales curve has been 
straightened out very decidediy. It is believed to 
be mutually advantageous to both the manufacturer 
and the merchandising organization of the Com- 
pany and has also proved very successful in over- 
coming the fall installation rush. The customer pur- 
chasing the boiler may either pay cash on October 
first or begin a series of twelve monthly installment 


payments with interest at 6 per cent. 


L. F. Morehead, September 1926 
R. O. Eastman, Inc. 











72,192 Meters 


210,000 Population Served 


79 Heating Plans Sold 
the First Five Months! 

Here’s the story of a mid-western gas 
company which has just started in the 
house heating field. Their outstanding 
success in the five short months they 
have been promoting this business is the 
outcome of a carefully planned, exacting- 
ly followed campaign of operation. 


They supply a population of only 
210,000 and this is divided among a great 
number of scattered communities. The 
three largest communities have popula- 
tions ranging from 25,000 to 40,000. The 
gas is distributed through high pressure 
systems from centrally located manufac- 
turing plants. 


The report turned in by the R. O. East- 
man, Inc. reporter of his interview with 
the gas company’s Sales Manager fol- 
lows: 


“When our organization decided the time was 
right for seeking additional house heating business 
our positon was similar to most gas companies 
throughout the country at the time, in that we 
had had little experience in this work ourselves. 
Since this was a relatively new service inaugurated 
by most concerns in the manufactured gas field we 
could expect to gain little from the experiences of 
others who might have been doing this type of 
work, It was necessary to start at the bottom and 
work up. 


“Our old rates made house heating with gas too 
costly for most people so our first move was to apply 
to the state commission for a revision in our rate 
structure. This was granted last May. Since that 
time we have devoted much of our time to the in- 
stallation of house heating units. 


“The next move was to find the make of boiler 
that would fulfill our demands. Our decision was to 
concentrate our efforts upon the product of the Bry- 
ant Heater & Manufacturing Co. 


Although we 





will zet another make of boiler for a customer who 
insists upon any other than a Bryant, we know that 
we are doing him a greater service if he can be per- 
suaded to install the Bryant equipment. 


“Our reasons for this are manifold. Our first 
effort in this work is in selling the customer the 
idea of heating his home with gas. If we recom- 
mend a particular make of boiler to him he feels 
that we are more certain of our ground and suffi- 
ciently familiar with it to recommend it without 
mental reservation. If we say, ‘Here are two or three 
makes. Which do you prefer?’ he might get the idea 


that we ourselves are not certain which is better. 


‘This idea of house heating is new to our cus- 
tomers. He knows absolutely nothing of boiler con- 
struction and efficiency except what he hears from 
the salesman. He looks to our judgment in this 
matter. If we carry two or three makes we cannot 
very easily recommend one over the other without 
contusing his mind. When this is the case he might 
think that this boiler idea is so new that we ourselves 
really are not certain of the best boiler for his use 
and are virtually telling him to take his choice of the 
group. Then if the equipment fails to measure up 
to his expectations he is apt to think that we have 
shifted the responsibility from our shoulders in let- 
ting him choose the equipment instead of definitely 
telling him what to do. 


“We feel it makes our position much stronger if 
we can say, in a positive way, that he may expect cer- 
tain results if he uses the Bryant boiler. Naturally 
we must know that the equipment we recommend 
and install will deliver unfailingly or our position 
and judgment will be subject to criticism. 


“So far we have not been disappointed. Again, 
selling one line gives us a minimum stock carrying 
problem. We have less money in repairs. Confusion 
is eliminated in many ways. And as long as we find 
our hands full selling the idea of house heating 
service, our salesmen appreciate any policy which 
tends to simplify their work. 


“By handling only the Bryant line we are able to 
establish a certain uniformity of procedure that 
would be impossible if we were to divide our ef- 
forts among various lines. We feel that we are 
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selling what is the best, so why should we handle 


others? 


“The Bryant representatives are exceptionally 
active and interested in helping us sell their equip- 
ment. The Bryant representatives help sell the idea 
of gas heating. Their company realize that a great 
amount of educational work is necessary and are 
working with us along this line wherever necessary. 
We feel that much of our success is due to the effort 
their local representative, Mr. ............, has 
expended in helping to inaugurate our policies re- 
lative to this branch of work. I can truthfully say 
that we have had better and closer cooperation from 
the Bryant representative than from representatives 
of any other household equipment handled. It has 


been 100 per cent. 


“We feel that a company having been in the gas 
boiler business for a period as long as the Bryant 
Company would be able not only to make an ex- 
cellent product, but would have a fund of valuable 
experience that would be of value in helping us to 


sell their product. 


“In the Bryant national advertising it seems they 
advertise the house heating idea more than their 


product. 


“After feeling our way slowly for a time we de- 
cided it was time to wage a vigorous campaign for 
this business. We are willing to admit that we knew 
little about this new type of business. With this in 
mind a man was chosen from our organization to 
take a short course at the University of .......... 
learning all he could about gas house heating. He 
is appointed to head up our salesmen. We now have 
four men working exclusively on house heating 
sales. We have trained a man for servicing the 
boilers in anticipation of any trouble that might 


arise. 


‘““To date every installation has been so satisfac- 
tory that he finds little to do except minor adjust- 
ments necessary the first few days after operation 
has begun. We will inaugurate a plan next year, 
whereby we will give a free inspection and adjust- 
ment during the summer months so the furnace will 
be in efficient operating condition at all times. 
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“The best advertising we have is the satisfied 
user. He sells more boilers tor us and creates more 
new prospects than any other form, Next comes 
personal letters. We look up a man’s financial stand- 
ing and inquire into his general habits to see if we 
think he would make a good prospect. If so, we 
send him a letter approaching the idea of using gas 
for heating. We use newspapers, window display, 
billboard, Dodge Reports, and some personal solici- 
tation as a means for securing prospects. As we 
gradually make more installations, we will make 
it a point not to bring the prospect to the salesroom 
for a boiler demonstration but expend all our energy 


getting him to look at a successful installation. 


“We must first sell the idea of gas for heating, 
so we let the boiler sell itself. To get more business 
we need more help of an educational nature. Na- 
tional advertising should be directed toward that end 
and the local material could be used to find the cus- 
tomer. 


“In our sales talk we play 
upon the uncertainty of the 
coal supply due to strikes, 
tieups, etc., and soaring oil 
prices. We show them that 
the gas rates are tending to 
get lower instead of higher 
and will continue to do so 


as production goes up. As a 





further aid we have devised 
a system of time payments tending to help the man 


of smaller income enjoy our house heating service. 


“We have installment plans calling for twelve, 
eighteen and twenty-four payments. Our interest 
rate varies from 9 per cent on the twelve month 
plan, to 10 per cent on the twenty-four-month 
plan. 


“We look for great things to come from the de- 
velopment of the new kind of service. To date our 
total number of installations is not large enough to 
affect our peaks. We are, however, expanding our 
equipment to carry this additional load. 


L. F. Morehead, September 1926 


R. O. Eastman, Inc. 








Afraid at First—Then Inquisitive 
—Now Thoroughly Convinced 


the House Heating Load is 
a Desirable One 


A famous residential city; practically 
no possibilities of a large industrial load 
to help compensate for house heating 
load peaks. 


Population of city, several hundred 
thousand. Gas rate about $1.00 per thou- 
sand. 


The R. O. Eastman report deals largely 
with the fears they had of the house heat- 
ing peak, and with their discovery that 
the diversity factor between installations, 
and other factors, make the load show a 
much greater profit than theory would 
indicate. Here is the report of the in- 
terview in detail: 


“We made no bids for house heating business. 
We were literally forced into it as the natural out- 
come of a wave that seems to be passing over the 
country. We were afraid to burden our lines with 
additional loads of this kind. We were afraid of 
affecting our peak load if we placed too many boilers 
on a line. About four years ago we were receiving 
numerous inquiries from our customers about burn- 
ing gas for house heating. When an inquiry of this 
kind would come to us we would discourage the 
customer from using gas. 


“In order to fortify ourselves with sufficient facts 
so we could intelligently answer these inquiries 
tha: were constantly filtering in, we decided about 
two years ago to run a test. 


“In the past year we have had a change of heart 
toward house heating and have rid our minds of the 
fright regarding the consequence of increasing our 
load at the peak. Where we formerly turned this 
business from our door we are now actively solicit- 


ing it. In order to stimulate interest in house heating 
we are running an advertisement each week in the 
newspapers. The Bryant Company are also carry- 


ing a picked list of business men with their mail 
advertising. 


“We find our customers have an intense interest 
in this proposition. At present we have made about 
150 installations in the 
city. We expect to double 
our business on Bryants 
vearly. The public are 
thoroughly disgusted with 
the coal situation. They 
are ready to accept the 
clean, automatic heat 
made possible by the use 





ot gas. 


“We cooperate with the heating contractors as 
much as possible. If possible, we sell the boiler 
to them for all new jobs allowing them a profit on 
the equipment and the labor of installation. We 
have adopted a policy of not bidding against heating 
contractors for a job. We find this keeps their good 
will. Being friendly toward us, they will push the 
Bryant boiler whenever possible. 


“We believe any gas company should have the 
representation of the best gas boiler on the market. 
This helps keep out the cheaply constructed, ineffi- 
cient heating plant, as the public look to the product 
handled by the local gas corporation to set the stand- 
ard. If our boiler sets a high standard for compari- 
son it is difficult for the mediocre product to gain 
an entry among our customers. Keeping out this 
shoddy plant relieves us of a lot of grief, as all com- 
plaints usually come to us when anything is wrong 
with the boiler used by one of our customers. The 
people have faith in the judgment of the gas com- 
pany in all matters pertaining to gas and gas used 
in equipment. To maintain that position we must 
sell the best the market affords. 


“In guiding customers who are building new 
homes we try to sell them the idea of insulation. We 
show that an insulated home will require a smaller 
heating plant, costing less, which saving will help 



























October, 23, 1926 


offset the additional cost of the insulating material. 
The greatest saving will accrue from the lessened 
operating cost due to using less radiation and the 
heat holding qualities of the insulator. 


“The Bryant people are giving us a high type of 
co-operation. At present they have a salesman sta- 
tioned here helping with our inquiries at this busy 
season. Possibly one of the biggest reasons for our 
continued business dealings with the Bryant Com- 
pany is the matchless cooperation and freedom from 
friction over petty matters. 


“Although we carry competing lines of various 
types of domestic equipment we prefer to carry only 
one make of gas fired boiler. We have never sold 
boilers other than the Bryant. We can see no par- 
ticular advantage in carrying more than one, With 
one line only we reduce the stock of parts it is 
necessary to carry. The Bryant has given excellent 
service. The boiler has proven itself so we can 


see no object in assuming sale of an untried product. 


_ 
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We find absolutely no sales resistance in selling 
the Bryant. As long as the present satisfactory re- 
lationship continues to exist we will continue to sell 
only the Bryant boiler. 

“Service requirements are so seldom needed on 
the boilers we install that we give free service 
as long as the boiler is used. Nine out of every ten 
we install we never hear from. This speaks well for 
the policy of selling only the Bryant product. Why 
take a chance by adding other lines? 

“We find that 75 per cent of our sales are made 
on the time payment plan. We ask one-sixth down, 
the balance in monthly installments running from 
ten to eighteen months. We have an arrangement 
whereby the payments are staggered, making them 
light during the winter months when the gas bill 
will be larger, and increasing them in the summer 
months when the gas bills are lower.” 


L. F. Morehead, September 1926 
R. O. Eastman, Inc. 


A Moderate Size Gas Company’s 
Steady Growth of House Heat- 
ing Sales Due to Persistent, 
Intelligent Effort 


Six suburban communities comprise 
this gas company’s market. One is a 
town of 19,000; the others each have a 
population of less than 10,000. A single 
manufacturing plant supplies the gas 
through a high pressure system. 

Until 1925 the cost of gas for house 
heating averaged about $1.20 per thou- 
sand. (The rate is sliding scale.) The 
rate is now about $.95 per thousand. 

We are very proud of the showing 
which has been made in this territory. 
The installations are thoroughly sold, 
both before they are installed and after. 
A very conscious effort is made to keep 
each owner so keenly enthusiastic that he 
talks to his acquaintances about the won- 
derful comfort and convenience he is en- 





joying. He’s not allowed to take his 
heating service for granted—he’s made to 
enjoy it. 

The gas company was very modest in 
their interview with the R. O. Eastman 
reporter. The outline given above helps 
to give a truer picture of the thoughtful 
effort on which their house heating sales 
have been built. The report of the inter- 
view follows in detail: 

“Although our company has been mildly interested 
in house heating for the past four or five years, it 
is within the past year that we have made the 
greatest strides. In May 1925 the new house heating 
rates went into effect and since that time we have 
been actively pushing this business. We plan on 
doubling yearly the number of users of gas for 


house heating. 


“When we decided to intensify our efforts in 
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Growth of house heating sales dur- 
ing the last six years. 

Note: Gray portion of 1926 sales 
represents estimated sales from 
August through December. 
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this field we started to look for a line of gas boilers 
to handle which would come up to the standards re- 
quired by our organization. We had found from our 
experience in selling household equipment that it 
was advisable in many ways to concentrate our 
sales effort upon an exclusive line wherever possible. 
I will enumerate a few reasons for doing this that 
come to my mind. 


“First, probably, comes the fact that we do not 
like to confuse the mind of the consumer with the 
merits of different brands of merchandise. If we 
show more than one make of boiler to a prospect he 
is unable to make a decision, in a good many cases, as 
to the boiler he would like. Then, after deciding, he 
possibly thinks that he should have taken the other 
one regardless of his choice. 

“Our problem in selling the idea of using gas 
for house heating is great enough. We do not 
wish to manufacture additional sales resistance for 
ourselves by confusing the customer’s mind about 
boilers. The idea is to make the work as simple as 
possible. 

“In selling one line our salesmen are better 
equipped to talk about it and to talk more convinc- 
ingly. Making it easier for our salesmen helps sell 
them, the salesmen, upon their organization. 

“When several lines of merchandise are handled 
we find that one particular line will be the most 
active seller and the others less so. This has been 
our experience in the appliance field before handling 
gas boilers. Wishiug to profit from these facts we 
concentrate our efforts on one line only of gas 
boilers likewise. This reduces the size of stock it is 
necessary to carry. It makes our servicing problems 
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much simpler. Our inventory being smaller and our 
turnover greater, we are in a better position to 
realize greater profits. 


“In making a selection of a gas boiler we were 
primarily interested in two things: the efficiency of 
the boiler and the service it would give. We took 
every make of boiler on the market into considera- 
tion and started to find one that would measure up 
to our standards. We could not afford to take a 
chance in recommending to our customers a boiler 
that was anything short of the most efficient, econ- 
omical heat producer to be purchased. A gas eater 
could not be countenanced if we were to get our cus- 
tomers to use gas for heating. We had to have an 
efficient plant. At the same time we were thor- 
oughly aware of the fact that any household ap- 
pliance needing frequent service and repairs would 
prove disastrous to our plans for creating satisfied 


users. 


“A heating plant happens to be one of those 
articles where our responsibility starts after the 
sale is made. If it doesn’t prove dependable we are 
called upon for service. This would be a most 
undesirable expense. As I have said, the service in 
and the efficiency of the product were the ut- 
most considerations in our mind. These things 
determine the value of the boiler to the user. Added 
to this we wanted to be certain the company mak- 
ing the boiler were leaders in their field of endeavor ; 
that they were interested not only in selling their 
product to us but in giving, in turn, assistance and 
ideas for helping us resell the product; that we were 
choosing a product that was nationally advertised 
and easy to sell. After analyzing every company 
and their products we decided the Bryant Heater & 
Manufacturing Company’s product to be the one we 
should handle. 


“We have never had occasion to regret our 
choice. Need of repair service on the Bryant boiler 
is practically nil. Because of this we find it unneces- 
sary to carry a large repair parts stock. Also our 
service men become more efficient if they have only 
one make of boiler to look after. We get the greatest 
cooperation possible in our sales work from the 
Bryant representatives. 


“You may be interested in our selling plan and 
the set-up of our organization. We are using eight 
district salesmen to look up and call upon the pros- 
pect, interesting him in house heating with gas. If 
the prospect indicates that he would like to install 
the gas heater we send one of our two house-heating 
engineers to his home to prepare an estimate. They 
make out an estimate sheet showing the cost of the 
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complete installation and the approximate cost of 
operation per year. One copy of this estimate goes to 
the local Bryant office where they have access to it in 
order to make suggestions for improvement and to 
keep in close contact with each job. This shows how 
closely the Bryant Company work with us on this 
business and the interest they show in helping us 
sell their boilers. 


“We find that our two most successful business 


getters are our satisfied users’ recommendations, 
and the presentation of the estimate sheet showing 
the prospective customer exactly his first cost and 
the approximate yearly gas cost. Another feature 
we have used in selling boilers, that is most convinc- 
ing, is: copies of gas bills rendered to customers, 
compared with the estimates we gave at the time they 


were planning to install gas heating. It is gratifying 


From Six Boile 
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to know that the approximated and the actual figures 


are invariably very close. 


“In our advertising we use the Bryant advertis- 
ing plan. (Notre: This is a form of direct-by-mail 
advertising followed by personal solicitation. The 
mailings are handled by the Bryant Co., the solici- 
tations by the gas company.) Before using direct 
mail we made up a selected list of customers who 
afford To the 
man of moderate means to get a boiler we have 


can gas house heating. enable 
worked out a time payment plan. The first payment 
is the total installation charge plus 10 per cent of 
the heating equipment price. The balance is paid 
in twelve equal installments and bears six per cent 
interest.” 

L. F. Morehead, September 1926 


R. O. Eastman, Inc. 


—- 


r Sales Annually 


to Seventy-three in Three Years 


An analysis of gas company sales of 
house heating equipment shows a surpris- 
ing thing—something that few other in- 
dustries can show. 

The percentage of active gas companies 

whose annual sales of boilers and furnaces 

at least doubles every year, is remarkable. 

If they sell ten installations the first year 
they sell twenty or the 
the third. And this also holds tru 


more next; and 
forty 
of many companies who have been selling 
for eight, nine ten 


heating plants and 


years. 

Down East is an industrial city of sev- 
eral hundred thousand population with 
a gas company whose slogan might well 
be, “If it’s a good gas appliance we want 
all we can sell.” 

This gas company covers only a very 
limited territory and is one of the coun- 
try’s keenest merchandisers of gas fuel. 

Their Commercial Manager very 
kindly gave the R. O. Eastman reporter 
some carefully thought out conclusions 
regarding house heating in their particu- 
lar community. 





WS veil aa eee (their 
Commercial Manager ) be- 
lieves the future of 


gas 
heating is unlimited. 


Three years ago they sold 


six gas boiler heating Ba a 

plants; 34 were sold last house heating 
year. This year to date pain three 
they have sold 73. sna Gra 

ortio 0 Q? 

With a pledge of ‘ics represents 

timated sale 


twenty-four hour service ¢ 
wore . . August through 

on any job any time of Pecember. 

the vear and any hour of 

the day or night, this com- 

pany has rarely kept its 


customers waiting more 


than an hour from the 
time they were notified by 
phone or otherwise of the 
trouble. Naturally word 
of this service passes from 
triend to friend and brings 


them more business. 


Mr. 
that: 


yer re believes 
“Tt is essential to 
gas people to stress this 
point and to establish and 
maintain a service system 


that will make this form 
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of heating most attractive. Periodic inspection 
as well as emergency service is also essential, both 
to inspire faith in the company and to prevent emer- 
gency calls.” 

This company uses no advertising other than 
window display. They do not advertise with 
their gas bills or put out printed circulars. They 
have two heating engineers on the job all the 
time, and most of their sales effort is directed to the 
man who is building a new house. 

In the words of Mr. .......... , “We feel that 
we owe it to the builder of a new home to approach 
him and to explain to him the merits of gas boiler 
heating. If we do not do so, the chances are that 
in a year or two he will come to us and say that if 
he had known about it when he was building he 
could have saved money and have enjoyed the con- 
venience which he now desires. 

“About 80 per cent of our work is in old houses. 
Before we sell the heater our engineers go over the 
ground thoroughly and estimate both the cost of 
installation and the cost of operation. We then give 
the prospective purchaser an estimate of the cost 
and we never reduce this estimate a dollar in order 
to get the business. 

“As an illustration, we had a hard headed busi- 
ness man come to us for an esitmate on installation 
and operation in his home. We figured it would 
cost $1,500 to install, and $900 a year to operate 
and so we told him. He had a friend who had had a 
heater about a year and whose experience with it had 
induced him to buy one. As far as the casual eye 
could tell, the two houses were similar in size 
and type of construction, and it had only cost his 
friend $750 a year to operate his plant. This busi- 
ness man could see no reason for the difference in 
cost of operation and told us so. We replied that 
the expert engineers had found after careful inves- 
tigation that his radiation was greater than that 
of his friend and they felt that $q00 was the 
proper estimate of the cost. But he was not satis- 
fied with the bid and told us if we would reduce the 
estimate to $750 that he would buy; otherwise he 
would not. 

“IT told him I was sorry, but we would have to 
lose his business on that basis because as I explained 
to him, if we bid $750 and his heating bill did 
amount to $900 as the engineers estimated, he would 
be sour against gas heating and.would knock it 
among his friends; whereas if we bid $900 and his 
gas bill only amounted to $750, he would be an en- 
thusiastic friend for us. In this experimental and 


new part of the game friends are decided assets, 
knockers decided liabilities, to the gas heating 
business.” 
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The problem of saving space affects only about 
ten per cent of the ............ Gas Company’s 
installations. 

The company makes practically all installations 
and sells for cash on a 30 day basis. They make 
a proposition in the summer in order to relieve the 
load of installation that naturally comes as cold 
weather approaches, of installing a plant in the dull 
summer season and permitting the owner to pay in 
the autumn. 


“Out of 73 boilers sold this year, 71 are Bryant 
boilers and two another popular make. The service 
from the representative and manufacturer on the 
Bryant is perfect. 

“We have had a number of customers who have 
installed gas heating because they are afraid of oil. 
The danger of fire from oil is a feature to consider. 
There is no danger from gas. Then, in this severe 
climate, for the man who leaves his home for short 
or long periods in the winter months, gas is an ideal 
fuel, for there is no danger of freezing or any other 
danger to his plant while he is away. If he notifies us 
he is leaving we go down and shut off the plant and 
then when he wishes to return we turn on the gas 
and start the plant twenty-four hours before he 
returns, so that he comes into a well heated house 
when he arrives. This kind of service undoubtedly 
helps in the sales.” 

, Siw adace «A Company has noticed the in- 
crease in peak load due to house heating because 
this increase comes at a time when their peak load 
is heaviest. But they are soliciting the business and 
expect to continue to solicit it because they find it 
profitable to do so. Their lighting load is small— 
about 10 to 15 per cent. Their cooking load seems to 
remain constant. If there is any decrease in the cook- 
ing load, it is offset by increases industrial consump- 
tion. There are many industries in ............ 
who use gas. 

ia ceemeee BGs. . ......... stresses the need of 
good service. ““The most important feature of the 
business to my mind is efficient service from the gas 
company. Periodic service and emergency service. 
As the public learns of this good service they will 
come to the gas company and ask for it. A luxury 
that gives comfort and a sense of freedom from 
worry to the American citizen appeals to him not as 
a luxury but as a necessity, and he will make an 
effort to afford it. The gas boiler people must ham- 
mer that idea into the gas companies, that the future 
of the gas boiler heating business and of the gas busi- 
ness itself depends upon service.” 

R. Shoemaker, September 1926 


R. O. Eastman, Inc. 











Two Years’ Experience Selling 
House Heating in a Small, Mid- 


West University City 


College towns present a slightly dif- 
ferent type of market to their bustling, 
rushing industrial neighbors. How the 
wide awake gas company of a mid-west- 
ern college town of less than 50,000 pop- 
ulation regards the job of selling gas 
house heating is comprehensively out- 
lined in the following R. O. Eastman re- 
port: 


In 1925, having made a few installations, they 
were soon receiving inquiries from other of their 
customers who wished to use gas in their homes. 
Seeing the future possibilities for the development 
in this field, they are now actively engaged in the 
work of supplying this demand. 


They have found the first year of selling house 
heating boilers exceptionally free from trouble and 
annoyance. After passing through the experimental 
stage with such pleasurable experiences they expect 
to go after this type of business aggressively in the 
future until they have acquired an amount of busi- 


ness as large as can be successfully handled. 


This company, upon their entry into this field, 
sought the opinions of other companies selling gas 
boilers relative to the make of boiler they should 
handle. They indicated a desire to sell a boiler 
that was properly designed—one that would be 
economical and an efficient heater. An uneconomi- 
cal heater would be the cause of large gas bills. 
They wanted gas users to be satisfied, particularly 
those first installations which would establish their 
reputation in this field, and big gas bills would 
have meant knockers instead of boosters. They 
desired to sell thoroughly this house heating idea 
as easily as possible at the outset, so they could build 
up a profitable business. 


The Bryant boiler was strongly recommended 
by neighboring gas companies. ‘The reports relat- 
ing to the design, efficiency, ease of operation of the 
equipment, together with the fact that the Bryant 
Heater & Mfg. Co. were pioneers in the gas heating 
field, were exceptionally convincing. Reports of 
excellent operation received from Bryant sales and 


engineering departments reached them. Basing their 





decision upon these findings, this company decided 
they would like to sell the Bryant line. 


Dh ah indenes feels highly gratified over their 
success with these boilers. They have been so suc- 
cessful they will continue to sell the Bryant boiler 
exclusively. “They stated their reasons for preferring 
to handle the Bryant exclusively. 


3 eee thinks the Bryant has every- 
thing needed to be a good boiler. It has proven 
He feels 


no hesitancy in recommending it to his custo- 


efficient, economical, and it is automatic. 


mers who are desirous of installing gas equipment. 
He believes in concentrating his sales effort upon 


as few lines of merchandise as possible. 


DG) own kses-eus expressed an opinion that the 
actual heating capacity of the Bryant boiler was 
considerably higher than their rated capacity. He has 
found the marginal capacity of the boiler to be so 
great that at no time has an installation failed to 
supply sufficient heat due to any unusual demands. 
In building this excess heating capacity into their 
boilers they feel the Bryant Company have done 
much to eliminate the possibility of installing a 


unit too small to do the required work. 


From their cook stove selling experience they 
have found that carrying competing makes is an 
uneconomical proposition. It makes it difficult for 
the purchaser to decide upon a purchase. Possibly the 
strongest reason for wishing to eliminate as many 
brands as possible is in finding they were not apt 


to lose a sale if only one line were carried. 


They had been operating upon the theory that 
it would be possible to satisfy a customer if they 
arried a varied number of makes. In analyzing 
their sales it was found that one brand would sell 
better than all the others together. Realizing that 
little profit may be expected from slow selling lines, 
the company plans, wherever possible, to concentrate 
their efforts upon one line in each type of equip- 


ment sold. 


Although they have not been called upon to make 
a single repair upon a Bryant boiler to date, carrying 
of additional lines would necessitate stocking repair 


parts to service the various makes of boilers carried. 





















































They have had several inquiries from customers 
about Bryant boilers traceable to the national ad- 
vertising being done by the Bryant Company. They 
believe the work the Bryant Company is doing in 
educating the public to the use of gas should con- 
tinue. 


ae uses local newspaper space at 
three week intervals to promote interest in the house 
heating field. When I asked him what single factor, 
plan or method of operation had proven most suc- 
cessful in getting new business he promptly replied, 
“Our satisfied users. Users are so pleased with 
their boilers they are. constantly extolling its quali- 
ties to the neighbors. These people are coming to 
us seeking an estimate on the cost of an installation 
in their homes. From this source of satisfied Bryant 
users we have been getting an endless succession 
of new prospects. 


“The Bryant representatives worked very effi- 
ciently helping to get us started in this field. 
Whenever the need arises for information or co- 
operation of any kind, either sales or engineering, 
we find the local Bryant representatives ready to 
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place themselves at our disposal. Much of our suc- 
cess may be traced to the guidance of the Bryant 
organization when we were newcomers in this 
business and in need of sound advice on policies 
and methods of procedure. 


“Our installation work is cared for by the local 
plumbers. We have found it a better policy to 
divide this work among as large a number of firms 
as is possible. By so doing we will have a group 
of experienced men in the city able to install and 
care for the Bryant equipment. Likewise a plumber 
will be more active in selling our line if he knows 
he is apt to get the job of installing it. If he thinks 
he can get a job he will be a booster. 


“We do not sell on time payment plan. We have 
sought to place boilers in only those homes where 
we know it is possible for the owners to pay cash. 
Later, after exhausting this type of customer, we will 
work out a system of time payments affording the 
man of lesser income the opportunity to use our 
service.” 

L. F. Morehead, September 1926. 
R. O. Eastman, Inc. 


A Municipal Company’s First Six 
Month’s Experience with 
House Heating 


From two boilers installed in January, 
1926, to forty with which to start the fol- 
lowing winter is a substantial volume to 
be secured by a strictly urban gas com- 
pany in a city of less than 125,000 popu- 
lation. 

Quoting now from the R. O. Eastman 


report: 
Of these 40 plants, 27 are Bryant. The rest are 
divided between the .......... eS ee 


They handle only these three lines but prefer to 
have several lines rather than concentrate on one. 
When asked why, Mr. .........., their heating 
engineer, said, “I prefer not to state our reasons. 
The Bryant has been particularly satisfactory but 
whether we will ever concentrate on one line ex- 
clusively is a matter of the future and not answer- 
able now. I would rather not discuss that because 
I do not know what the future will bring.” 


House heating with gas is new to the 


Company. Their experience dates from January, 
1926, and they had only a few installations running 
for part of the heating season of last year. Six in- 
stallations were made during that season, two of 
them operating from January and the others in- 
stalled at later dates and in several cases only 
operating about a month. Their experience therefore 
is not sufficiently established for them to be certain 
in their own minds on any subject regarding it. 


All the Bryant 
installations made 
by this 


have been in resi- 


company 


dences. They use 
no salesmen = and 
their house heating 
department is small 
compared to other 
companies. 

“We sell on the 
convenience and 
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cleanliness basis and not on the competitive basis 
either against coal or oil. We have not as yet been 
able to get sufficient data to make comparisons be- 
tween the cost of operating a_ gas boiler 
and coal or oil. We can come a little closer 
to comparing the cost of coal operation than oil, al- 
though if coal heating could be regulated by a ther- 
mostat the matter of comparison would be simpler. 
We cannot get an accurate comparison with oil be- 
cause in most cases the oil man himself cannot give 
accurate figures on the cost of oil operation. lost 
ot our installations have been changes from coal 
operations, although we are now getting some from 
oil. Oil is generally a better proposition than coal 
from the standpoint of convenience and cleanliness, 
but many people do not find it as satisfactory as they 
had hoped and we are continuously having inquiries 
from the oil consuming public.” One was in the 
office looking at gas heaters while this story was 


being obtained. 
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“We give one year of free service and twenty-four 
hour and emergency service, but so far our service 
has been virtually nothing. We sell both on the 
cash and installment basis, and we give a special 
price on gas for house heating consumption.” 

In regard to his opinion on the effectiveness of 
national advertising and the Bryant advertisements, 
ey eae said, “We have had four sales 
that we can trace directly to national advertising. 
‘That shows that it is effective. “The Bryant adver- 
tisements are unusually good and I have had several 
instances of people calling my attention to them, 
not because they were particularly interested in gas 
house heating, but because they knew that I am. 
But the important point is that the advertisement 


attracted their attention favorably.” 
R. Shoemaker, September 1926. 


R. O. Eastman, Inc. 


A Gas Company Which Supplies 
a Territory With a Population 
of Several Million 


A gas company whose number of me- 
ters runs well over half a million, natur- 
ally is able to employ selling methods 
which would not be applicable to com- 
panies which have not such large and 
thickly settled territories. However, 
their viewpoint on certain phases ‘of the 
house heating business may prove illu- 
minating. Details, as culled from the R. 
QO. Eastman report, follow: 


“Customers for, and interest in house heating by 
gas boilers are limited by several factors, one of the 
most important of which is the cost of operation. 
In the natural gas fields where the price of gas is 
low compared to that of manufactured gas, they 
are within the reach of most pocketbooks, but in 
districts that have to depend entirely on manufac- 
tured gas, the cost of gas to the consumer—here 
averaging about $1.15 per thousand cubic feet—the 
cost of operating a gas boiler is about two and one- 
half times that of operating a coal furnace. ‘This 


places gas boilers in the luxury class.” 


Despite this handicap in the fast development of 


the business, the .......... Company believes the 
future of gas boiler heating is excellent. ‘They have 
trained ten men, experts in their line, and sent them 


out into the territory they serve to sell gas boilers. 


They have concentrated on the Bryant line for 
several reasons. ‘They find it a very satisfactory 
product, and they get splendid co-operation in sales 
and service from both the manufacturer and his 
representative. All of their advertising, their circu- 
lars, their showroom display, and their personal sales- 


men’s efforts are concentrated on the Bryant boiler. 


This company advertises in newspapers, with their 
gas bills, through their employees, both salesmen 
and others, and by means of circulars. Leads for 
their salesmen are obtained in various ways, many 
of them through local newspaper advertising. The 
company also offers bonuses to any and all of its 
employees who furnish tips or leads that result in a 
sale. Satisfied users are another source of leads. 
Working with architects for new construction work 
has been done on a small scale, and this particular 
method will be used more in the future than in the 
past. 





































\\ _ See says, 
“the American citizen 
likes comforts and ad- 
vantages, and when you 
can convince him of the 
comforts and advantage 
of a gas boiler, or any 
other luxury, he will 
usually pay the price 
required. At present 
the gas boiler is in the 
luxury class, but so was 





the automobile even as 
little as fifteen years ago. But the American citizen 
considers it a necessity today.” 


Sd oxo hal Company, has been operating 
only about a year and their experiences have been 
limited, and the interesting stories have not yet 
come to their attention. They have, however, made 
one sale to a merchant who needed the additional 
space, and found it profitable to use a gas boiler to 
conserve space. 


Unless a customer comes to them already sold on 
another make of boiler, as they occasionally do, the 
Pe a Company sells him a Bryant. They 
will supervise the installation of other makes in their 
territory if the customer is sure he wants another 
make, but their own sales energy is devoted ex- 
clusively to the Bryant. 
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Their salesmen work toward getting the house- 
holder interested in heating by gas. After the plant 
is installed, the premises are visited just before the 
heating season and put in order for the heating sea- 
son. After the season is over, they also visit the 
premises and shut down the plant for the summer. 
Besides that, the plant is visited throughout the 
heating season to supervise the operation. The pur- 
chaser is instructed in the operation of the boiler, 
very carefully, and they try to put the story across 
to the consumer in the beginning, just what to expect 
in the way of gas bills and costs. Most of their 
sales energy is directed toward residential buildings, 


and all patrons seem very well satisfied. 


This company believes that “successful installa- 
tion is the best salesman.” But a new corporation 
with as extensive a field as they have must advertise 
extensively, too. Mr. .......... feels that “busi- 
ness is nearly always in proportion to the sales 
energy expended through advertising and by sales- 
men. As the story of gas boiler heating becomes 
better known, sales will increase. The story of the 
advantages of gas boiler heating is not yet well 
known. It is necessary to get the story across to the 
public if the business is to be expanded. We believe 
that sales will increase with each passing year. But 
it means work, advertising and co-operation.” 


R. Shoemaker, September 1926 
R. O. Eastman, Inc. 





Sales Growth Over a Three 


Year Period 


Population: about fifty thousand. An 
old established mill town in New Eng- 
land where there is 
practically no new 
building and which 
has a tremendous 
“floating” popula- 
tion. House heating Growth of 


house heat 


rare. 75 cents per ing sales 
thousand. 1924 to 1926 
Figured in Sale 
his gas company fe", Meter, 
- I ars f 
> eq men 
is an excellent ex- &. 2 “Whe. 


ale Prices. Gray 
ample of the Concen- portion sepresents 
estimated ales 
trated development from august 


of a comparatively 7. 19% 
small territory. Few 
gas companies, we 
believe, can show gas 
heating plant sales 
that reach this com- 
pany’s probable to- 
tal of $1.77. per 
meter sales for 1926. 
And appliance 
sales per meter is a 
pretty good indica- 
tion of the propor- 
tion of the available 
market which is be- 








ing sold. 1924 1925 1926 
: $.19 $ 65 $1.77 
Here is the story 
as told in the R. O. 
Eastman report: 
Piccadeceweses is a mill town manufacturing 


both cotton and woolen goods. The woolen goods 
industry is in bad shape, the mills in this town hav- 
ing been closed down since June, and the cotton 
goods are not running on full time. This tight fin- 
ancial situation and the uncertainty of the future 


has undoubtedly affected the sales of gas boilers. 


Up to June the sales was reasonably active and 
constant; since then there has been very little busi- 


ness. 


‘There is, however, generally speaking, consider- 
able interest in this section in gas house heating and 
in automatic heating of all kinds. Gas heating is 
gradually gaining on oil, because people are having 
trouble with their oil burners. The first oil burners 
put on the market used poor material and many of 
them have worn out in three years and their owners 
now face the problem and expense of replacing them. 


This becomes quite a burden and an expense. 


ee explained why his company does 
not sell Bryant exclusively: ‘““Vhere are 106 gas 
boilers in and around A......... Of these, 70 are 
mcgaemts, 16 so dence and the remainder divided 
RD oi. ds pkwae’ and several other makes. At 
first this company used .......... principally 
and then we took up the Bryant. Most of our 
installations are now Bryant boilers, but we cannot 
concentrate on one line because some jobs require 
different sizes than the Bryant Company makes. 
Another important feature in handling several lines 
is the fact that, when a man’s friend has an ...... 
or other make and that boiler -has given very satis- 
factory service and the man has become sold on 
gas heating by the performance of one make, it 
its dangerous to attempt to sell him another line 
because, if anything was unsatisfactory about its 
operation or cost, he would feel disgruntled at the 
company that had sold him something that, to his 
mind, was inferior to the article he asked for. The 
gas company sells gas and gas service. Their cus- 
tomers must be satisfied with the service. 


“So, while we are sold on the merits of the Bryant 
boiler and are using it in preference to others when 
possible, we do also realize that there are occasions 
when, for our own good, other types are more de- 
sirable, and we therefore cannot limit ourselves to 


one line.”’ 


This company uses two salesmen and advertises 
in the papers about four times a year. In their gen- 
eral display room gas boiler heaters are included in 
the display but they do not feature them. They are 
merely there to be seen in case anyone makes in- 


quiry. But they do, several times a year, rent space 










































in some other building on the main streets and make 
a special display of gas boilers in operation, trying 
to give to the prospect an idea of what the gas boiler 
would look like in his own home and the ease and 
convenience of operation. 


The company sells about 80 per cent of the in- 
stallations made and the rest come through plumbers 


and steamfitters. 


The town of A........ has a population of 
about 45,000, a large percentage of which is mill 
labor. Of this percentage, 78 per cent are of French 
stock and more or less migratory as the mills operate 
or shut down. About 34,000,000 feet of gas was 


used for heating in this district last year. 


Most of their installations are going into old 
houses as there is very little new building in this 
town. The greatest percentage is in residences 
though they have a few installations in stores, offices 
and banks. Space saving is not a feature here and 
space is not expensive. Conditions are such that 
heavy stocking is not so necessary—one can get 
almost overnight any stock needed—and so storage 
space is neither valuable nor scarce. 

Pictures of installations in town have proven 
valuable in sales. When the customer sees what it 
would look like in his own home, a favorable im- 
pression is made. 


The cost of operation_in this territory is about 
a dollar a square foot of radiation. It runs 40 per 
cent to 50 per cent higher than coal with coal at 
$18 a ton, and breaks about even with oil as regards 
cost of operation, everything considered. In the three 
years they have been installing gas boilers they have 
had no trouble, and none’ ever taken out. They 
make a summer inspection call, as meter readers 
look over the job once a month to see that everything 
is all right. On new jobs very careful service is 
given, but the owner soon becomes efficient in 
the operation and the old jobs generally care for 
themselves. 


AMERICAN GAS JOURNAL 





October, 23, 1926 


They do not at any time knock oil. They use the 
comfort, cleanliness and convenience argument in 


selling. 


Two instances of special reasons for gas heating 
are given in an installation in a greenhouse, because 
ot the evenness of the temperature produced, and in 
the case of installation in the house of a son of a 
tamily who had found freedom from colds since the 
change was made to gas heater. The son’s wife 
was very subject to colds and he installed a gas 
boiler on the strength of the experience of his family, 


who also had been largely susceptible to colds. 


re ee Te house heating engineer and 
sales manager for the A........ branch of the 
> meats ees Company, who gave the facts in this 
story, believes that national advertising by gas 
boiler manufacturers is essential and very produc- 
tive of results. He is especially pleased with the 
Bryant advertisements of recent date and believes 
that a good heading that shows the reader that the 
subject is gas, at a glance, is very effective. 

In this territory gas house heating is a twelve 
month proposition. Of course, the summer load can- 
not compare in volume with the winter load, but 
there is a summer load that agreeably surprises the 
gas company. And that is one of the great advan- 
tages of gas heating. Some of their customers have 
their thermostat set at above 70 degrees and keep 
the pilot burning all the year. They then maintain 
an even temperature the entire year—with perhaps 
the exception of those very few days in summer when 
the outside air is well above their thermostat set- 
ting. It is exceptionally convenient in houses where 
there is illness and during rainy cool spells of mid- 
summer, and most summers contain at least one 
such period. 


This company is sold on gas house heating and 


they are therefore selling it to their locality in in- 


creasing volume. 


R. Shoemaker, September 1926 


R. O. Eastman, Inc. 
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To Win More Friends 





Sell Red Wheel Gas Ranges 


has the most friends—not friends of the officials or 


“Tiss dealer or organization is most successful that 


employees, but friends of the merchandise that is sold 
and the service that is given. Any merchandise that is 
oe and that sells at a fair price will eventually make 
riends—eventually, we repeat. 


But, Today dealers and manufac- 
turers are not willing—cannot 
afford in fact—to wait a long, long 
time for their profit, and so adver- 
tising is used to make friends 
quickly—and friends mean profits. 


The dealer that for the first time 
stocks Lorain-equipped Gas Ranges 
automatically adds to his list of 
friends hundreds, possibly thou- 
sands, of additional names drawn 
from the best buyers in its com- 
munity—those smart, well-to-do 
people who read Good Housekeep- 
ing, Pictorial Review, Modern 
Priscilla, Woman’s Home Compan- 
ion, Saturday Evening Post, Mc- 
Call’s, Delineator, American, Cos- 
mopolitan, Red Book. 


This dealer also adds to his list of 
friends those local architects and 
builders who read one or more of 
these authoritative magazines: 
Architectural Record, American 
Architect, Building Age & National 
Builder, Architectural Forum, Na- 
tional Real Estate Journal, Sweet’s 
Catalogue. 


And he probably adds to his list of 
friends a considerable number of 
domestic science teachers of local 


private and public schools and 
their students, for in no less than 
1900 schools and universities is 
the art of cookery taught with the 
aid of Red Wheel Gas Ranges. 


By virtue of their high quality and 
more than seven years of uninter- 
rupted national advertising in the 
best-known magazines plus the 
fact that more thousands have 
been in use more years than any 
other type or make of heat-regu- 
lated gas range, Red Wheel Gas 
Ranges Today have more actual 
and potential friends than all 
other makes combined. 


Start Now to sell Red Wheel Gas 
Ranges and learn how much more 
quickly your trade will accept 
them. For, now, buyers every- 
where know that Lorain is the 
Original Oven Heat Regulator, that 
it is unqualifiedly endorsed by all 
the leading laboratories, test kitch- 
ens and noted cooking authorities, 
and that it is unconditionally — 
guaranteed by The World’s Largest 
Makers of Gas Ranges. 


To win more friends, sell Red 
Wheel Gas Ranges. 


THESE FAMOUS GAS RANGES ARE EQUIPPED WITH LORAIN: 


DANGLER 
DIRECT ACTION 


NEW PROCESS 
QUICK MEAL 


RELIABLE 
CLARK JEWEL 


AMERICAN STOVE COMPANY 


The Largest Makers of Gas Ranges in the World 


801 CHOUTEAU AVENUE 


ST. LOUIS, MO. 























The Gas-fired Refrigerator 
a Reality 





























ELECTROLUX SERVEL CORPORATION 
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Self-Lighting 


2 “s No. 37—Ten Gl 2 
RADIANT i with No. i. Andisnal a 
= GAS HEATERS ° 2 oxsecs Beek ae 


There are many models of Welsbach Radiant Heaters, from the five glower for small room 
use, to the large ten or twelve glowers for the fireplace. These large heaters are in period 
designs, with andirons, wings and fenders to match. Given the opportunity, this quality 
appliance will be the means of building up a highly satisfactory business. Complete in- 


formation on request. 
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~ WELSBACH COMPANY, Gloucester City, N. J. 
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HOT WATER ALL THE TIME 


Automatic Storage 
Gas Water Heaters 





WATER! 
All the 
time 


F Supplied in three 
- sizes; 20,30 and 50 
gallon capacity— 
or copper 


Storage Gas Water Heater 


20 and 30 gallon cap- 
acity, galvanized tank 


Typical Welsbach appliances, giving satisfaction wherever used and 
making new friends every day. They have successfully passed all tests 
in gas company laboratories. The popular priced Hotzone is making a 
phenomenal sales record. One gas company has sold 3,000 so far this year. 
Others are also finding it a source of profitable, consumer good-will creat- 
ing business. Write for sales plan and complete technical information. 





WELSBACH COMPANY, Gloucester City, N. J. 


Temperature and Pressure Re- 
lief Valve 





Cold Water Connection 


Hair Felt Insulation of Stor- 
age Tank 





Main Gas Valve 


Snap-action Thermostat, au- 
tomatically maintains supply 
of Hot Water 


‘“Patrol’’ Valve opens only 
when pilot light is burning 


Hot Water Connection 





All-Aluminum Down Draft 
Diverter, non-corrosive 


Large Brass Circulators, free 
flowing 


Heavy Copper Coils, tapered 
and spaced that heat is baffled 
throughout the entire heating 
element 


Swinging Door with Spring 
Latch 


One-piece Burner, note the 
raised ports 





Pressed Steel Legs and Base 


Safety--as well as Beauty, Quality 
and Price will sell more Automatic 
Storage Water Heaters for you in 1927 


Homekeepers are demanding safety in gas ap- 
pliances. Rex Automatic Storage Water Heaters 
are “PATROL VALVE” equipped to enable you 
to meet this demand. 

Pilot lights will go out. But when the Thermo- 
stat opens the gas supply the PATROL VALVE 
is there to stop the gas until the pilot is again 
ignited. 

Features like this will sell water heaters in 1927. 
And features like beauty and quality will sell 
more water heaters, 


Moreover, popular price will sell an even greater 
number of water heaters in 1927. 


The “REX” has all these features. Yearly, 


more and more Gas Companies are finding the 
“REX” a business getter. 


1927 will be a bigger and better Automatic 
Storage Water Heater year. ‘‘REX’’ Heaters 
will fit in with your plans. The return 
mail will bring you interesting and profitable 
details, 


The Cleveland Heater Co., Cleveland, O. 


The Quality Water Heater Builders for over 20 years 


© — 1926 The Cleveland Heater Co. 





RSS TOBE HF, 


=< 


— a 
Oe Sali nid” es ty eel 
See a Se aa 


SO 5 & 
ieee s,s Abe 
Pat aebaraee Sl~r ins 3] 

© 


ME LH a aay 
. 


99 











are Fy sen es 
pe aa oT oi 











Unless the Regulator 
has a Red Wheel 


it is not a 


LORAIN 




















To Win More Friends 





Sell Red Wheel Gas Ranges 


has the most friends—not friends of the officials or 


4 SHAT dealer or organization is most successful that 


employees, but friends of the merchandise that is sold — 


and the service that is given. 


Any merchandise that is 


88 and that sells at a fair price will eventually make 
iends—eventually, we repeat. 


But, Today dealers and manufac- 
turers are not willing—cannot 
afford in fact—to wait a long, long 
time for their profit, and so adver- 
tising is used to make friends 
quickly—and friends mean profits. 


The dealer that for the first time 
stocks Lorain-equipped Gas Ranges 
automatically adds to his list of 
friends hundreds, possibly thou- 
sands, of additional names drawn 
from the best buyers in its com- 
munity—those smart, well-to-do 
people who read Good Housekeep- 
ing, Pictorial Review, Modern 
Priscilla, Woman’s Home Compan- 
ion, Saturday Evening Post, Mc- 
Call’s, Delineator, American, Cos- 
mopolitan, Red Book. 


This dealer also adds to his list of 
friends those local architects and 
builders who read one or more of 
these authoritative magazines: 
Architectural Record, American 
Architect, Building Age & National 
Builder, Architectural Forum, Na- 
tional Real Estate Journal, Sweet’s 
Catalogue. 


And he probably adds to his list of 
friends a considerable number of 
domestic science teachers of local 


private and public schools and 
their students, for in no less than 
1900 schools and universities is 
the art of cookery taught with the 
aid of Red Wheel Gas Kanges. 


By virtue of their high quality and 
more than seven years of uninter- 
rupted national advertising in the 
best-known magazines plus the 
fact that more thousands have 
been in use more years than any 
other type or make of heat-regu- 
lated gas range, Red Wheel Gas 
Ranges Today have more actual 
and potential friends than all 
other makes combined. 


Start Now to sell Red Wheel Gas 
Ranges and learn how much more 
quickly your trade will accept 
them. For, now, buyers every- 
where know that Lorain is the 
Original Oven Heat Regulator, that 
it is unqualifiedly endorsed by all 
the leading laboratories, test kitch- 
ens and noted cooking authorities, 
and that it is unconditionally 
guaranteed by The World’s Largest 
Makers of Gas Ranges. 


To win more friends, 
Wheel Gas Ranges. 


sell Red 


THESE FAMOUS GAS RANGES ARE EQUIPPED WITH LORAIN: 


DANGLER 
DIRECT ACTION 


NEW PROCESS 
QUICK MEAL 


RELIABLE 
CLARK JEWEL 


AMERICAN STOVE COMPANY 


The Largest Makers of Gas Ranges in the World 
801 CHOUTEAU AVENUE 


ST. LOUIS, MO. 
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Why Wait 


until customer complaints, due to 
excessive sulphur in your gas, rob 
you of their good will ? 


Keep their good-will; keep your gas 
sulphur free; keep your purification 
costs down by using 


IRON HYDROXIDE 


Purifying Materials 
of Quality 


Favorably Known for Twenty Years 
Use them Now! 


We Guarantee Results! 


A generous sample is ready for you— 
where shall we send it? Write name 
and address plainly. 


IRON HYDROXIDE COMPANY 
Paschall Station - -- Philadelphia 


GILBERT C. SHADWELL, 76 Cortlandt St., New York 
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General View of a Three Unit Cottrell Precipitator, Showing External and Internal Construction and Electrical Connections 


COTTRELL ELECTRICAL 


PRECIPITATION PROCESS 


For removing tar, oil and other foreign 
matter from manufactured and similar gases 


ABSOLUTE SAFETY 


It is but natural for the inquirer to ask, “Is the Cot- 
trell System using high voltage current, Safe to 
use in conjunction with combustible gases ?” 


Emphatically, Yes! We have provided every safe- 


guard humanly and mechanically possible in the 
Cottrell System to obviate any danger in its use. 
Circuit breakers, overload releases, high tension 
guard screens carefully grounded, etc., comprise 
the protective devices that eliminate danger of ac- 
cidents. 


While the voltage used is high, the current con- 
sumption is so smali that danger of short circuits 
releasing large amounts of energy is impossible. 
The precipitator itself is designed to be gas tight 
and is preferably operated under pressure. 


The constantly growing list of installations and their 
long record of achievement in the largest gas plants 
in the country are evidence of the Safety, Efficiency 
and Economy of the Cottrell Electrical Precipita- 
tion Process. t 


. 


RESEARCH CORPORATION 


ENGINEERS -- CONSULTANTS 


Chicago 


25 West 43rd Street, New York 


Pittsburgh 


The U. G. I. Contracting Co., Philadelphia, Exclusive Sales Agents 
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THE SMOOT CONTROL 


FOR 


WATER GAS APPARATUS 





IS AN ACCURATE SYSTEM OF MACHINE REGULATION OF THE QUANTITIES 
OF AIR, STEAM AND OIL SUPPLIED TO THE SET. 








It would be hard to conceive of any more perfect method of operating accuracy than 
is combined in the 


U. G. I AUTOMATIC CONTROL 


coupled with the 


SMOOT CONTROL 


The former accurately times the set operation, while the latter regulates, with de- 
pendable accuracy the volume of the elements involved. 


AGREEMENT HAS BEEN MADE WHEREBY THE SMOOT CONTROL FOR WATER 
GAS APPARATUS WILL BE HANDLED BY 
THE EXCLUSIVE SELLING AGENT 


THE U. G. I. CONTRACTING COMPANY 


Broad & Arch Sts., Philadelphia 
421 Peoples Gas Bidg., Chicago 
Healey Bldg., Atlanta 
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EQUIPMENT LINES 





~~. ORIOLE 





Four S. G. E. Ranges—one from each division—were included in the 
initial list of gas ranges tested and approved by the Central Testing 
Laboratory of the American Gas Association. The four ranges are 
the O D 450 Smoothtop, the 830-1 Oriole, the 20-16-R Triplex and the 
461-LS Acorn. This complete A. G. A. Approval of every S. G. E. 
range tested confirms the high standards set and maintained by our 
own laboratory at Jersey City, N. J. This laboratory is dedicated to 
the improvement of gas appliances and to the advancement of the 
gas industry. 


THE STANDARD GAS EQUIPMENT CORPORATION 


Main Office: 18-22 East 4lst Street, New York, N. Y. 


Vulcan Division Eastern Office—18 East 4lst St, New York City Western Office—1325 So. Michigan Ave., Chicago 
Oriole Division Triplex Division Acorn Division 
Bayard and Hamburg h Sts. 22 East 41st Street Aurora, IIL 
Baltimore, Md. New York City 


Pacific Coast Distributors—Northwest Gas & Electric Equipment Co. Portland, Los Angeles, San Francisco 
S. G. E. Appliances are Standard for Safety, Quality, Construction and Performance 
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The practical man who buys pipe on the basis of proved results or long 
life in actual service will be interested in the story of this 45-mile gas line. 


First laid in 1895, the line carried 150 to 250 pounds pressure for 18 years, 
at which time it was considered desirable to renew the joints because they 
were not so well adapted to service in a hilly country. The pipe, unpro- 
tected by coating of any kind, was found to be scarcely affected by cor- 
rosion and, with new joints, every length was relaid. After nearly 30 
years of service, the owning company reported it to be in good condition, 
and undoubtedly it will continue to give satisfactory service for many 
more years. 

This is another example of proved durability, typical of many 
“NATIONAL” gas lines throughout the country—a service test that leaves 
no room for doubt. Uniformity—Strength—Ductility—Resistance to Cor- 
rosion—are some of the factors which have made “NATIONAL” Pipe the 
Recognised Standard of the Gas Industry. 


NATIONAL TUBE COMPANY 


Frick Building, Pittsburgh, Pa. 
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“BUILT FOR SERVICE” 


THE NIAGARA 


Insulated Automatic Storage Water Heater 
A Companion Line for Our “Birtch Indirect’’ 








OTE the staunch construction. The tank itself is extra heavy of 
rust-resisting steel, riveted amd welded. Our own simple snap- 
action Thermostat has but one moving part: and is easily adjusted for 
any desired temperature. Our own Safety Pilot Control shuts off the 
gas automatically if pilot should go out. Gauzeless burner delivers 
complete combustion safely. 4-ply air-sealed asbestos insulation min- 
imizes radiation loss. The cast heating element held in place by two 
brass ground-joint unions—easily removed through the large door. The 
Jacket is finished in French Grey “Duco” with blue trimming. 


Write us for further details of this remark- 
able heater and the surprisingly low prices 


NIAGARA WATER HEATER COMPANY, Inc. 
800 KENSINGTON AVENUE, BUFFALO, N.Y. 



























N. HENRY GELLERT, C. E. 
CONSULTING ENGINEER 


BULLITT BUILDING PHILADELPHIA, PA. 


Engineering Service 
Gas Management 
Appraisal Rates 
Construction 


Design 
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ENGINEERS and BUILDERS 
GAS HOLDERS and TANKS 


In our factory specialist engineers and mechanics design, fabricate and erect 
your gas holders carefully, rapidly and economically. Here are shapes de- 
signed for maximum efficiency and the finest tools of which engineers’ knowl- 
edge can conceive and money can buy. Naturally, each process is accom- 
plished with precision; naturally, each holder is the finest that money can buy, 
and is erected economically when the finest tools are furnished to skillful me- 
chanics. 

Dominated by these ideals, the new gas holder built by STACEY BROTHERS 


renders a service that makes ownership a source of continued satisfaction. 


We know we can prove our 


“ABILITY TO SERVE” 


che STACEY BROTHERS 
COM GOIN SAMA 


CINCINNATI OHIO 


JAMES E. STACEY, Pres. ANDREW J. STACEY, Vice-Pres. WAYNE STACEY, Gen Sal 
ARTHUR A. POPE, Sec. and Treas. WILLIAM A. MILLER, Chief Eng. P. C. RODGERS, hon be tie” 


NEW YORK OFFICE—350 Madison Ave.—P. F. McEnaney, Mgr. Tel. Vand. 7219 


New England Representative—Eastern Service Co., Boston 
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Tycos Gas Plant 
yrometers 
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a 


TAYLOR 


© weiner F¥cos Pyromerer = 
* 


Used on low temperature gases, as in individual bench flues to 
regulate each unit separately; also, in stacks of coke ovens or in the 
flues of waste heat boilers on water gas machines for temperatures up 


to 2200° F. 
RARE METAL 


Used to indicate high temperature in combustion chambers of 
boilers, coke ovens, and coal gas benches, for temperatures up to 
3000° F. 

Both of the above types are suitable for permanent installations 
or portable testing purposes, and make efficiency in gas works opera- 
tion possible. All instruments can be supplied with automatic cold 
junction compensation. 

Be sure and write for our Gas Plant Catalog, part 600, or for 
our new catalog on Pyrometers, part 4000. They will give you the 
necessary information. for your files on every type of temperature 


and pressure instrument in use in gas plants throughout the 
country. 


Taylor /nstrument Companies 
ROCHESTER, N. Y., U. S. A. 


Canadian Plant Manufacturing Distributors in 
TYCOS BUILDING, TORONTO Great Britain 
SHORT & MASON, Ltd., London 


'VCOS femperatur 





INDICATING - RECORDING- CONTROLLING 
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ACTDCO MONO: CAST DIDE 





Test to Destruction by Hydrostatic Pressure: A. B.—High tensile contrifugai pipe not made in refractory molds. C. D.—Mono-cast pipe 


What Is Tensile Strength Worth In A Pipe? 


Mono-cast specifications call for 25,000 
pounds per square inch tensile strength in the 
wall of the pipe because this can be obtained 
in Mono-cast pipe without sacrificing other 
essentials such as resilience and flexibility. 


Mono-cast pipe with tensile strength high- 
er than 25,000 pounds can be made if speci- 
fied but is not recommended because tensile 
strength alone is not an adequate measure of 
a cast iron pipe to give service in the trench. 
Ability to bend is a far better quality in a cast 


iron pipe than ability to resist bending, for in 
handling and in actual service the bending 
force on the pipe often is practically irresist- 
ible for short distances and— 


The only hope for the pipe is to yield. 


Ability of Mono-cast pipe to bend under 
stress is approximately 33% more than in any 
other kind of centrifugal cast iron pipe, and 
its ability to resist impact, shock and water 
hammer is approximately 50% greater. 


Mono-cast means made as a unit—an integral casting, every part of which is formed 
at the same moment by centrifugal force. 


Mono-cast Specifications mailed on request. Write for a copy. 





ACIDCO 





CAST IRON PIPE 


NO~CAST DIDE 


hater eer ease Tae SAP PROMENT BY CENTRIFUGAL FORCE 
corvenet soe OF mem anan Ca! moe PT LO, 


“Mono-cast” is the trade mark of the American Cast Iron Pipe Company. 
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Why Court a Fire? 
Fire Burns Up All But Your Debts 


There is neither Fire nor Death in a little 2-inch steam pipe down 
through your mill. 
There is both Fire and Death in a little quarter inch copper 
wire. 

The Next Day After a Storm Your Paper Will Be Full of 
“Mysterious Fires.” 

We bet you Dollars to Doughnuts the account will also add 
“Started Near Elevator.’ 


The Ridgway Steam Hydraulic Elevator that thousands of the 
best plants all over the land are getting Will Never Burn the 
Plant Down. 

One of the great advantages, not to say blessings, of having 
a home owned steam plant is that 

Ridgway Elevators Can Be Used and Perfection in Vertical 
Transportation Can Be Had. 


Here is a little demonstration for you. This is an average bunch of the great 
company of Great Concerns who are “Hookin’ ’er to the Biler,” picked at random: 


Standard Oil Co. International Harv. Co. Remington Typewriter Co. 
Cluett, Peabody & Co. Standard Underground Lukens Steel Co. 

H. J. Heinz Co. (“57”) Cables Co. Procter & Gamble Co. 
Crane & Co. (Dalton) John Wanamaker (Ivory Soap) 

Packard Motor Car Co. John Morrell & Co. E I. Du Pont de Nemours 
Swift & Co. Christie Brown & Co. & Co. 

United Gas Imp. Co. (Toronto) United States Gov't 
Larkin & Co. ( Buffalo) Firestone Tire & Rub. Co. Sears, Roebuck & Co. 
General Electric Co Consolidated Gas Co. United States Steel Co. 
Penn. R. R. (N. Y.) Lovell Mfg. Co. 


You have only to ask some of the thousands who have Ridgway 
Elevators to fina out that Good Common Sense will always 


“Hook ’er to the Biler” 


CRAIG RIDGWAY & SON CO., Coatesville, Pa. 


Elevator Makers to Folks Who Know 

















Double Geared 














Direct Acting 


July 


0, 





1926 








July 3, 1926 AMERICAN GAS JOURNAL 


ARTIFICIAL GAS GOVERNORS 
and 
NATURAL GAS REGULATORS 


For All Kinds of Pressure Reduction 
Write for catalog 


COMBINATION STYLE Reynold’s Gas Regulator Co. 


(With Mercury Seal) 


ANDERSON, INDIANA, MAIN OFFICE AND WORKS 


WESTMORELAND “CRITERION” GAS COAL 
The Standard for Gas Making Since 1854 
Since this Company commenced operations, its well-known Westmoreland “Criterion” Gas Coal has been 


largely used by the Gas Companies of Northeastern United States and Canada, and its character is estab- 
lished as having no superior in gas giving qualities and freedom from sulphur and other impurities. 








“OLD STYLE” 
(Without Seal) 

















Mines situated on the Pennsylvania Railroad, 
in Westmoreland County, Pa. 


THE WESTMORELAND COAL COMPANY 


Principal Office, 224 South Third Street, Philadelphia, Pa. 
Shipping Ports: Philadelphia, Baltimore, South Amboy, N. J., Lake Ports. 














We Manufacture a Complete Line of 


INDUSTRIAL GAS FURNACES 
Equipped With 
PROPORTIONAL AIR GAS CONTROL VALVE 


Patented 


AND POWER GAS BURNERS 


Tell us your problems 
SWEET & DOYLE FOUNDRY & MACHINE CO.,TROY, (Green Island), N.Y. 


IRON OXIDE 


A prepared iron boring oxide whose physical properties make it purify at least cost. 
Let us solve your purifying troubles 
GAS PURIFYING MATERIALS CO., Foot of Halsey St., Long Island City, New York 


Engineering Coal Carbonization Plants, 
Company Benches, Repairs, Improve- 
St.Louis ments, Extensions, Apparatus 
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The BARTLETT HAYWARD CO. 


Engineers and Founders 


BALTIMORE NEW YORK 








MAIN PLANT LOCATED AT BALTIMORE. 


DESIGNERS AND BUILDERS 
of 
Complete Coal Gas Plants 
Carburetted Water Gas Plants 
By-Product Plants 
DeBrower Charging and Discharging Machines 
Salt Water and Fresh Water Condensers 
Purifiers 
Shaving Scrubbers 
Centrifugal Vertical Type Scrubbers 
Steel Tanks 


VERTICAL WASTE HEAT BOILERS 
GAS HOLDERS 
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IGH prices and high operating costs have kept gas water heaters out of 
about 85% of the homes in this country now using gas for other purposes. 
They have been waiting for an economical, automatic, trouble-proof heater where 
Economy begins with purchase and never ends. 
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When you handle Welsbach automatic storage water heaters, you offer that 
tremendous waiting market such distinct advantages as 





Low Price 
Exceptionally Low Gas Consumption 
Efficient Operation 


One dealer sold TEN TIMES AS MANY WELSBACHS in the first four 
months of 1926 as he sold of all other makes in any previous four months period. 
Another dealer sold THIRTY WELSBACH’S IN ONE MONTH in 1926 as com- 
pared with a total of 60 water heaters of other makes sold DURING THE EN- 
TIRE YEAR OF 1925. 










Write for Sales Plan, Discounts and Deliveries 






WELSBACH COMPANY 





Member American Gas Association GLOUCESTER, N. J. Branches in Principal Citi's 


Welsitach. 


- AUTOMATIC STORAGE GAS WATER HEATERS 
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Specialists 
Fire Clay Refractories 


Let Us Quote on Your Requirements 


The Jersey City Refractories Co. 
A. E. ACHESON 
135 West Side Ave. Jersey City, N. J. 
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SAFETY GAS MAIN STOPPER CO. 
523 Atlantic Ave. 





All Goodman Stoppers 
are now equipped with 
the Improved Patented 
Locking Sleeve, which locks both han- 
dles to the pipe. Stopper cannot slip. 


Brooklyn, N. Y. 











THE KEMP 


Automatic Gas System 


The Kemp System increases the uses for gas, 
applying it efficiently and economically for 
purposes for which the use of gas has been 
considered impracticable. 





2 a aS OuveR: STREET 

















Complete Coal Carbon- 


ization Plants 


HIGH GRADE REFRACTORY 
PRODUCTS 


| PARCO PRODUCTS—PARCO HIGH TEM- 
PERATURE PATCHING CEMENT 


| PARKER-RUSSELL 


SAINT LOUIS 














——— 
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Mitchell Electric Vibrating Screens, Cut-off Valves, 
or Gates, Industrial Railways, Automatic Railways, 
Cable Railways, Cars, Tracks, Switches, Motor Cars, 
Scales, Conveyors, Skip Hoists, Weighing and Meas- 
uring Devices, Coal Crackers, “Stevedore” Transmis- 
sion and Hoisting Rope, Hunt Rope Couplings, 
“Stevedore” Drilling Cable, and the “Flotograv” 
(Coke Reclamation System). 


Cc. W. HUNT COMPANY, INC. 
West New Brighton, New York City 
CHICAGO MONTREAL BOSTON 




















METERS 
DIAPHRAGMS 
REPAIRS 
PROVERS 
PUMPS 
CALORIMETERS 
WET METERS 
GAUGES 
APPARATUS 


| LAMBERT METER CO. 

















' BUSH TERM. BLDG. 4, BROOKLYN, N. Y. | 








For low pressures—$3.50 





Cox Computers Save Time and Worry 


For high pressures—$5.00 
ORDERS FILLED IMMEDIATELY 
AMERICAN GAS JOURNAL 


53 Park Place, N. Y. 
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COMPLETE 
COAL GAS PLANTS 


HORIZONTAL GAS OVENS 


DOHERTY 
FUEL ECONOMIZER BENCHES 


DOHERTY 
W ASHER-COOLER 


REFRACTORIES MATERIALS 


DOHERTY OIL SPRAY 


THE IMPROVED 

EQUIPMENT CO. 

Engineers and Builders 
24 State St. New York 


« Area _ 
tf ay 
y dot: 53 

Pon 


Sees 
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FULTON DUPLEX 


Sensitive 


GAS GOVERNOR 









































for high pressure transmission 


This governor is designed to meet 
the needs of artificial and natural 
gas, companies -who-desire to con- 
trol a high and varying inlet pres- 
sure and reduce it to a low and 
unvarying outlet pressure, for 
illuminating or fuel purposes. 


The materials used in its construc- 
tion are resistant to the chemical 
action of all manufactured gases; 
all frictional surfaces are elimi- 
nated, and the diaphragm surface 
is increased by the use of two 
diaphragms, thus giving it vastly 
greater sensitiveness and power 
over governors equipped with but 
one diaphragm. 


The Fulton Gas Governor is easily 
and quickly installed and requires 
a minimum of attention after- 
ward. 


Write for complete Catalogue 


The Chaplin-Fulton Mfg. Co. 


28-34 Penn Ave. Pittsburgh, Pa. 
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We can furnish Valves for work- 
ing pressures up to 1200 lbs. 


per sq. in. 
Send for Circular 5 


The LUDLOW 







TROY, N. Y. 













VALVE MANUFACTURING COMPANY 


New York Boston Philadelphia t 
62 Gold Street Tremont Bidg. Harrison Building 
Chicago Pittsburgh 
The Rookery Oliver Bids. 


Kansas City 
R. A. Long Bidg. [ 















FOR GAS RANGES 


CONSUMES ALL 
SOILING FUMES 


Recommended by 
Important Gas Engineers, 
Gas Companies and Range 

Merchants 


Worth Twenty Times Its Cost 


PATENT 
BEWARE OF AKmoe FLue, inc. 


IMITATIONS 1817-24 Guilford Ave., BALTIMORE, MD. 






AKue Flue 
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SPRAGUE METERS) 











No. 1-A_ 
METER | 





Represent 
twenty years of | 
progress 





Send for bulletin No. 7 


SPRAGUE METER CO.} 


BRIDGEPORT, CONN. 


Los Angeles San Francisco Davenport, la 
Newark, Ohio Houston, Texas 


METERS 


For es Production and 
Distribution of 


OIL 
GASOLINE 
GAS 


AND OTHER FLUIDS 
PITTSBURGH METER COMPANY 


General Office and Works Please note change of address 
7800 Susquehanna Se _PUFTSBURGH, PA. 


Sales O 
New York—50 Church St. Columbia, S. C.—1433 Main St. 
Chicago—612 N. Michigan Ave. Seattle, ree 
Kansas City—Mutual Bldg. Los Angeles— nion Bank Bidg. 



























































Gas Holders’~ - 


~~, 


CRUSE-KEMPER CO. 


Steel Plate Work 
AMBLER, PA. 




















Purifiers 


Tanks’ - 
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The hearty response of home owners to Humph- 
rey Radiantfire price reductions continues through- 
out the country. This means that more gas will 
be consumed and consequently greater profits 
accrue to gas companies. Every additional fire 
installed is just so much to the good in developing 
this profitable field. 


It is readily recognized that the combination of 
lower prices with the easily salable Humphrey 
Radiantfire advantages in auxiliary heating present 
an excellent business opportunity. Progressive and 
alert gas companies and gas appliance men have 
been quick to seize it and sales are mounting 
steadily. 


GENERAL GAS LIGHT COMPANY 


KALAMAZOO, MICH. 


NEW YORK, 44 W. BROADWAY SAN FRANCISCO, 135 BLUXOME STREET 
Pittsburgh Buffalo Cincinnati 


“IF IT’S HEAT YOU WANT YOU CAN DO IT BETTER WITH GAS —IT’S CLEANER” 


@ 


‘The HUMPHREY 


[eadiantfir 











TRADE MARK REG. U.S. PAT. OFF 
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ROPER 
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ROPER ADVERTISING i 


Roper advertising this 
year is reaching 48,925,- 
855 readers through the 
following magazines: 











“hl. 


Ladies’ Home Journal 
Good Housekeeping 
American Magazine 
Literary Digest 
House & Garden 
House Beautiful 
Liberty 

Modern Priscilla 
Atlantic Monthly 
Harper’s Magazine 
Century Magazine 
Scribner’s Magazine 
Review of Reviews 
The World’s Work 
American Builder 
Forecast Magazine 
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“The only really profitable sale,” a prominent business man 
once said, “is the one in which the merchant not only makes 
a satisfactory present profit but also wins, through the cus- 
tomer’s satisfaction, sales and profits FOR THE FU- 
TURE.” 

Successful merchandisers have found that every sale of a 
Roper Range is just that type of “profitable sale.” It builds 
business for tomorrow as well as profit for today. 


Back of every Roper Range stands the knowledge, skill and 
reputation of America’s oldest gas range manufacturer. 












GAS RANGES 


BE SURE THE ROPER PURPLE LINE 

SP «SC AND THE ROPER COMPLETE \ 
OVEN CONTROL ARE ON THE GAS 
RANGE YOU SELL. 


Profits today--profits in days to come! 


RC O EF R. es a i Te a Se 





ie an re ee oipiels 


Outstanding in beauty and performance, these ranges are 
a source of lasting pride and satisfaction to their owners. 


It will pay you to know all the facts about Roper Ranges 
as well as the powerful national advertising and local mer- 
chandising plans which support them. Let us tell you 
about them —let us show you how you can make your 
range business more important and more profitable. 


GEO. D. ROPER CORPORATION, 


Rockford, Illinois 


Pacific Coast Branch—135 Bluxome St., 
San Francisco, Calif. 





AG] 


Geo. D. Roper Corporation, 
Rockford, Illinois. 

Please send me Roper 1926 catalogue, prices and 
full information about Roper Ranges. 


Name 





| 

| 

\ 

| 
Address Nena & dag are ae? a bn oe = | 





July 3, 1926 AMERICAN 








Cast Iron Pipe and fittings 
for all purposes 


USICAST CASTINGS 
United States Cast Iron Pipe 








SALES OFFICES and Foundry Company 
Chicago = 4 York Pe 
Birmingham | Francisco , _ General 
ee Burlington. New Jersey 
Cleveland Kansas City 





Philadelphia Minneapolis 





























Byllesby 


Engineering and Management 
Corporation 


231 S. La Salle Street 
Chicago 


San Francisco 


New York 
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CHICAGO 
WUT 


250 Rooms 


In the Heart of Chicago 
and 
$200 i 
$2.50 & $3.00 with Bath 


Wabash Avenue 
SS lO TT 
at Van Buren St. 
LEONARD HICKS 


MANAGING pimecror, | Cres Comes 
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CAST IRON GAS PIPE 


McWANE CAST IRON PIPE COMPANY 
Birmingham, Ala. 
District Offices 
Philadelphia Los An~-les 


Chicago Dallas 




















AMERICAN GAS CATALOG AND 


DIRECTORY 
Published Yearly 
American Gas Journal 


53 Park Place New York 
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Purifiers, Scrubbers, Gas Works Syne of All Kinds 
Welded and Riveted Plate Metal Work 


UVa VII! ; | : | | 


| 
ihe Wd Il 
GAS ENGINEERING CO. 
TRENTON, NEW JERSEY 


















































































| Instruments for the Gas Industry 





Thermometers Vacuum Gauges 
Draft Gauges 
Hydrometers Special and 
Hygrometers Experimental 
Manometers Instruments 


PRECISION THERMOMETER & 
INSTRUMENT CO. 
1439 Brandywine St.. Philadelphia. Pa 





! 
| 
| 
| 
| 
| 
| 











PENNSYLVANIA } GASHQLDERS- | 


ENGINEERING WORKS ° TANKS~-/RONANOSTEEL 
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STRULTURE SANDE QUI PMENT 





30 UNION TRUST BLOC 


BIRMINGHAM. ALA. /308 AMERICAN TRUST BLOG. | 
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Buyers’ Reference Index 


See page 29 for advertisements of these products 












































































AMMONIA CONCENTRATORS 
Michigan Ammonia Works 


AMMONIA STILLS 
Unger, John S. 


meee MACHINES 


otary 
American Gas Furnace Co. 


BAFFLES 
Quigley Furnace Specialties Co. 


BAGS 


Gas 
Safety Gas Main St Co. 
See cleo Stoppers. — 


BENCHES 


ete 
Bartlett- powerd, So. 
Gard Machinery C . “ 
ner, 3, ) 
proved auipa r., Co. 


ent Co. 
toed borne 
wn, a? Refractories Co. 


Co. 
Parker-Russell Minin: 
= 2 send & Manu. 
— Srchen' a. Ges Constr. Co. 
Steere Engineering Co. 
West Gas Improvement Co. 





BENZOL 
Rertiaste w. 


Cais ward Co. 
Gas ite 


mbustion Systems 
Co. 


BLOWERS 
Pressure 


American Gas Furn Co. 
Connersville Blower Co., The 


BOILER GRAP 
Dixon Crucible Con 
ee 
i ' 
The Wickes Belle Ge 
BOILERS (GAS FIRED 
Gallaher Bates Cae) 


BOOSTERS 
American Gas Furnace Co. 
Connersville Blower Co., The 


BURNERS (Industrial) 


pre. Gas Furnace Co. 
Cleveland Gas Burner . i. 
nelly Iron 
Franklix Gas 


eye 


BY-PRODUCT PLANT 
Bartlett-Hayward Co. : 


Carl | ad Combustion Systems 


Gas finery Co 


Riter- Conley 
Steere Sagincering Co. 


CALORIMETERS 
American Meter Co., Inc. 
Taylor Instruments Co. 


CEMENTS 
\Jos. Dixon Crucible Co. 
er, omen, Jr., Co. 


mproved Equipment Co 
ersey City es 
Parker-Russell Min. . 
Quigley Furnace Spectaiimt Co” 
cane 





MACHINERY CO. 
ayward Co. 
owe 
‘0. 
Improved wipment Co. 
Ll ar aie Ce 
usse 
Stacey Manufacturing 
Stacey Bros. Gas Construction Co. 












COCKS 


Acme Brass Works 
Ajax Brass & Iron Co 


Standard Peninsular Brass Wks. 


COALS 


Westmoreland Coal Co. 
Logan County Coal Corp’n 


COAL GAS APPARATUS 
Banner Iron Works 
Bartlett-Hayward Co. 

Carl Still Combustion Systems 

Gas Machinery Co. 

Improved Equipment Co. 

Isbell-Porter Co. 

New York Engineering Co. 

Parker-Russell Min. & Mig. Co. 

Russell Engineering Co. 

Stacey Bros. Gas Construc. Co. 

eer Dg ny Co., The 
Contracting 

Wen’ Gas Improvement Co. 


COAL AND COKE HANDLING 


MACHINERY 
Bartlett-Hayward Co. 
Isbell-Porter Co. 

Hunt Co., C. W. 
Parker-Russell Min. & Mig. Co. 
Russell Engineering 


COKE CRUSHERS 


Bartlett-Ha ‘ames Co. 
Keller, 


COMPUTERS 
United Gas Improvement Co. 
Low Pressure 
Cox—American Gas Journal 


igh Pressure 
Cox—American Gas Journal 


CONDENSERS 
See Purifiers 


CONVEYORS 
Bartlett-Hayward Co. 
Gas Machinery Co. 
Hunt, C. W., Co. 
Isbell-Porter Co. 
Stacey Bros. Gas 


Constr. Co. 
Stacey Manufacturing Co., 


The 


CONCENTRATORS 
Michigan Ammonia Works 


COUPLINGS 
Dresser Mig. Co., S. R. 
Victaulic Company 


DERRICKS—PIPE . 
Safety Gas Main Stopper Co. 


DISCHARGING MACHINERY 
Bartlett-Ha “" 
Hunt, C. Mig. Co. 
Improved Equipment Co. 
Isbell- Porter Co. 


DRIP PUMP BOX 
eller, M. 


ELEVATORS 
Ridgway, Craig, & Sons 


ENGINEERS 
Combustion 
Carl Still Combustion Systems 


Improved uipment Co. 
1 Min. & Mig. Co. 


Parker- Russ: 
Consultin 
Blauvelt, W. H 
Sytesky & Co., B. M. 
Gellert, N. Henry 
Improved Equipment Co. 
Waring, George H. 


Contracting 
Bartlett-Hayward Co. 
Bettany oy & Co, H. M 

emper Co. 
Ges Machinery Co. 


AMMONIA 


Improved Equipment Co. 
Isbell-Porter Co. 

New York Engineering Co. 
Parker-Russell Min. & Mfg. Co. 
Russell pnesteering, Ss 

Stacey Bros. Gas onstr. Co. 
Stacey Manufacturing Co., The 
Steere Engineering Co. 

U. G. I. Contracting Co. 

West Gas Improvement Co. 


EXHAUSTERS 
Connersville Blower Co., The 
Gas Machinery Co. 
Isbell-Porter Co. 


FIREBRICK—CHECKER BRICK 
Alpha Lux Co. 
Gas Machinery Co. 
Gardner, James, Jr., Co. 
Improved Equipment Co. 
The Jersey City Refractories Co. 
Missouri Firebrick Co. 
Parker-Russell Min. & Mfg. Co. 
Russell Engineering Co. 


FITTINGS 
Ajax Brass & Iron Co. 
Banner Iron Works 
Donaldson Iron Co. 
New York Engineering Co. 
Standard Peninsular Brass Wks. 
Steere Engineering Co. 
U. G. I. Contracting Co. 


FIXTURES 
General Gas Light —,. 
Gleason, E. P., Mfg. Co. 
Welsbach St. "Lt. — of 
Welsbach Co. 


FLUES (for Gas Ranges) 
Aluminite Flexible Flue Cap Co., 


Amer. 


Inc. 


FLUES (Consuming) 
Ran 


Akme Flue, Inc. 
FURNACES (Case Hardening) 


American Gas Furnace Co. 
Improved Equipment Co. 


FURNACE BURNERS 
Franklin Gas Burner Mig. Co. 


GAS ANALYSIS APPARATUS 
Alpha Lux Co. 


U. G. I. Contracting Co. 


GAS TESTING APPARATUS 
Superior Meter Company 


GAS MASKS 
Safety Gas Main Stopper Co. 


GAS PLANTS, COMPLETE 
Bartlett-Hayward Co. 
Carl Still Combustion Systems 
Gas Machinery Co. 
Improved Equipment Co. 
Isbell-Porter Co. 
Parker-Russell Min. & Mig. Co. 
Riter-Conley Co. 
Russell Engineering Co. 
Stacey Manufacturing Co., The 
ay es Gas Constr. "Co. 
U. Contracting Co. 
Wen’ *S Improvemertt Co. 


GAS-TESTING APPARATUS 
American Meter Co., Inc. 
— Meter & Mig. Co. 

Lambert Meter Co. 
ae S Meter Co. 
or Instruments Co. 


for Gas 


GAUGES 
Pressure- Recording 
Alpha Lux.Co. 
American Meter Co., Inc. 
Connelly ‘yy Sponge & Gov- 
ernor 


uitable “Meter & Mfg. Co. 
He & Mcllhenny 
Lambert Meter Co. 
McDonald & Co., D. 
Pittsburgh tee "Co. 
og Thermometer & Instru- 

Co. 

Sprague Meter Co. 
sprag e: Instruments Co. 
Uv. SG I. Concracting Co 
Superior Meter pany - 


GLASSWARE 


Globes, Shades and Bowls 


Gleason, E. P., Mig. Co. 
Welsbach Co. 


GLOBES, GAS 


Gleason, E. P., Mig. 
Weisbach Co. 


Co. 


GOVERNORS 


American Meter Co., Inc. 
Chaplin-Fulton Mfg. Co. 


Connelly Iron Sponge & Gov. 
Equitable Meter & Mig. Co. 


Reynolds Gas Regulator Co. 
Automatic 


Connelly Iron Sponge & Gov. 
Co. 


Equitable Meter & atte 
Steere Engineering 

Coke Oven 
Connelly Iron Sponge & Gov. 


Equitable Meter & Mig. Co. 


Gas Machinery Co. 
Steere Engineering Co. 
District 


spouety. Iron Sponge & Gov. 


Helme Mclihenny 

Isbell-Porter Co. 

Steere Engineering Co. 
Exhauster 


Connelly Iron Sponge & Gov. 


Isbell-Porter Co. 
High Pressure 


Connelly Iron Sponge & Gov. 
Co. 


Chaplin- Fulton 

Reynolds Gas Seenloter Co. 

ye Meter Co. 
Pressure 


Connelly Iron Sponge & Gov. 


Chaplin-Fulton Mfg. Co. 
Reynolds Gas Regulator Co. 
Retort House 


Connelly Iron Specee & Gov. 


Gas Machinery 
Isbell-Porter Co. 
Steere mata Co. 


Servic 
Connelly a Spore nee ~ Gov. 
Chaplin- Fulton 


Gas Machinery Co. 
Soragee Meter Co. 
tation 


Connelly Iron Sponge & Gov. 
Equitable Meter & Mig. Co. 


Gas Machinery Co. 

Helme & Mclihenn 

Reynolds Gas Regulator Co. 
Station Automatic 


Connelly Iron Sponge & Gov. 


Gas Machinery 


HEATERS (WATER) 


Kompak Company. 
Niagara Water Heater Co. 
Pittsburg Water Heater Co. 


H EATERS—ROOM 


General Gas Li 

Standard Gas 
(Vulcan, Orio: 
Divisions) 

Welsbach Company 


t Co. 


HEATING MACHINES 
American Gas Furnace Co. 


HOLDERS 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 
Riter-Conley Co. 


Co 


Ca 


Co 


Co 


Co. 


Co 


. Co. 
Equitable Meter a “Mig. Co. 


Co 


uipment Corpn., 
e and Triplex 


Stacey Bros. Gas Constr. Co. 
Stacey Manufacturing Co., The 


HOUSE HEATING BURNERS 
Franklin Gas Burner Mig. Co. 


HOPPERS—COAL AND COKE 


New York Engineering Co. 


HYDROGEN GAS APPARATUS 


Impreved Equipment Co 
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Steel Plate Construction 


S 


RLTER-CONLEY COMPANY 


t 
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Pittsburg | 


___ Water Heaters 








Biowers Exhausters 


The Connersville Blower Co. 
Connersville, Ind. 


Bcosters Meters Pumps 

















We Sclicit Your Inquiries for Either 


SILICA or FIRE CLAY BENCHES 
JAMES GARDNER JR. CO. 
Ebensburg, Cambria County, Pa. 




















DRESSER COUPLINGS 
DOMINATE 


Dresser Style 38 Couplings combine 
strength and flexibility; will stand any 
pressure the pipe can carry. and take care 
of expansion and contraction. 





S. R. DRESSER MFG. CO.., 
BRADFORD, PENNA.., U. S. A. 








LAYING CDi 


FOR GAS PURIFICATION 








EJ.Lavino & Co. — Bullitt Bidg.— Philadelphia, Pa. 











Equipment for Hardening, An- 
nealing, Case Hardening, Tem- 
pering, Coloring, and for all 
Industrial Heat-Treating Oper- 
ations. 

Bulletin AG-20 on request 


American Gas Furnace Co. 
Elizabeth, N. J. 











STILL MULTIFLAME 
UNDERFIRED COKE OVEN 


| With this system coking time is appreciably lowered. 
| Higher yield and better quality of by-products are 
| secured. Write for full information. 

CARL STILL COMBUSTION SYSTEM 

7 Wall Street — New York 3 


“| 
| 

















Automatic Water 
Heater 


Copper Boiler 
Automatic 


Kompak Co. Pilot 
New Brunswick, N. J. 





WATERPROOFING FOR GAS PLANTS 
THAT IS ABSOLUTELY PERMANENT 
We prosecute the work in its entirety. 
“Our Service Record backs our Guarantee’ 


PERMANENT WATERPROOFING CO. 
1248 Peoples Gas Building Chicago, Ill. 




















Isbell Porter Company 
Builders of Gas Works 
NEWARK, N. J. 


Company Member American Gas Association 





Make a Superior Concentrate as light as Water. 
Lime supplied to Still in a DRY STAT’ , no previous 
slaking required. 








Unger Ammonia Stills 


JOHN S. UNGER 40 Grace Street Chicago 

























The “Know How” of Experts 


All our products in illumination ware are 
the selection of men who have studied the 
gas lighting business for over half a cen- 
tury. 






E, P. GLEASON MFG. CO. 
87-89 MURRAY ST. NEW YORK 


















GALLAHER 
GAS-FIRED BOILERS 


Increase Volume Send-out and Profit 
Send for Booklet and Terms and learn how 
GALLAHER BOILER COMPANY 
Laclede Gas B&ilding—St. Louis, Mo. 


















































AMERICAN GAS JOURNAL 


July 3, 1926 











Buyers’ Reference Index 


See page 29 for advertisements of these products 








INDUSTRIAL FUEL APPLI- 
ANCES 
American Gas Furnace Co. 


INDUSTRIAL GAS MIXERS 
Cc. M. Kemp Mig. Co. 






















































INSTRUMENTS 
Recording 
American Meter Co. 
Pittsburgh Meter Co. 
Precision Ther. & Inst. Co. 
Superior Meter Company 
Taylor Instruments Co. 


INSULATION (HEAT) 
Alpha Lux Co. 

Quigley Furnace Specialties Co. 
— SPONGE 


JOINTS (Flexible) 
Victaulic Company 


JOINTS—PACKING 


JOINTS (Pipe) 
Victaulic ny 
LAMPS 
General Gas Light Co. 
Gleason, E. P., Mig. Co. 
Welsbach Co. 
Welsbach Street Lighting Co. 
LAMP POSTS 


General Gas ~» >> Co. 
U. S. Cast Iron Pipe & Fdry. Co. 
Welsbach Street Lighting 


MANTLES 


Gas Light C 
E. P., Mig. Co. 


Ww °. 
Welsbach St. Ltg. Co. of Amer. 


MASKS—GAS 
Safety Gas Main Stopper Co. 


METERS 
Air 
Connersville Blower Co. 
Equitable Meter & Mig. Co. 
Gas Ma Co. 


I 
Pittsburgh Meter Co. 





Artificial 
Gonaaretie Blower Co. 
ffin & ohn 
Helme & Mclihenny 
Lambert Meter Co. 





onnelly Iron Sponge & Gov. Co. 


Connelly Iron Sponge & Gov. Co. 


Maryland Meter Works 
Pittsburgh Meter Co. 
Sprague Meter Co. 
Superior Meter Company 


METER CONNECTIONS 
Cleveland Gas Meter Co. 
Lattimer-Stevens Co. 
Pittsburgh Meter Co. 
Superior Meter Company 


MIXERS GAS 
Cc. M. Kemp Mig. Co. 
OVENS COKE AND GAS 
Carl Still Combustion Systems 
Gas Machinery Co. 
Improved uipment ‘Co. 
Parker-Russell Min. & Mig. Co. 
Russell Engineering Co. 
Stacey Bros. Gas mstr. Co. 


OXIDE 


Iron 
Alpha Lux Co. 


Am. Min. Prod. & Col. Co., Ltd. 
Connelly Iron Sponge & Gov. Co. 


Gas Purifying Materials Co. 
Iron Hydroxide Co. 
Lavino, E. J., & Co 


PAINTS 
Dixon Crucible Co., Jos. 


PAINTERS 


Commercial Painting Co. 
Gregory Ferand Co., Inc. 


PHOTOMETERS 
American Meter Co., Inc. 
National Tube Co. 


PIPE—CAST IRON 


American Cast Iron Pipe Ce. 
Banner Iron Works 


Cast Iron Pipe Publicity Bureau 


Donaldson Iron bis 
McWane Cast Iron Pipe Co. 
Nicoll, B., & Co. 

U. S. Cast Iron Pipe & Fdry 


. Co. 
Warren Foundry & Pipe Co. 


PIPE CUTTERS 
Strickler, W. W., & Bros. 


PLATES 


Floor 
Banner Iron Works 


U. S. Cast Iron Pipe & Pdry. Co. 


Metal 
Resins Rovwees Co. 
se-Kemper Co. 
Stacey Bros. Gas Constr. Co. 
Stacey Mig. Co. 


PLUGS—SERVICE AND MAIN 
Soft Weod 


Safety Gas Main Stopper Co. 


PRODUCER GAS PLANTS 
Bartlett-Hayward Co. 
Gas Machinery Co. 
Steere Engineering Co. 


PROVERS—METER 
American Meter Co., Inc. 
Equitable Meter & Mig. Co. 
Helme & MclIihenny 
Lambert Meter Co. 
Marviand Meter Works 
McDonald & Co., D. 
Pittsburgh Meter Co. 

Ss Meter Co. 
perior Meter Company 


Connersville Blower Co., The 


PURIFIERS 
Bartlett-Hayward Co. 
Gas Machinery Co. 
(eter teatng ce 
ew ¥ 
Parker-Russell Min. & Mig. Co. 
Riter-Conley Co. 
Stacey Bros. Gas Constr. Co. 
Stacey Manufacturing Co., The 
Steere ineering Co. 
uo G I ‘ontracting Co 











PURIFYING MATERIALS 
Am. Min. Prod. & Col. Co., Ltd. 
Alpha Lux Co., Inc. 
Connelly Iron Sponge & Gov. Co. 
Gas Machinery Co. — 
Gas Purifying Materials Co. 
Iron Hydroxide > 
Lavino, E. J., & Co. 


PURIFIER TRAYS 
Connelly Iron —o & Gov. Co. 
Gas Machinery Co. _ 
Gas Purifying Materials Co. 
Steere Engineering Co. 


RANGES—GAS 

A. B. Stove Co. 

American Stove Co. 

Roper Corp., Geo. D. 

Sexton Stove - Mig. oe S. G. 

Standard Gas uipment Corp’n 
(Vulcan iv., Oriole Div., 
Triplex Div., Acorn Div.) 

Sterling Foundry & Mig. Co. 


RADIATORS 
House Heating 
Clow, J. B., Co. 


RECORDERS 
(Differential Pressure) 
Equitable Meter & Mig. Co. 


REFRACTORY LININGS 
pha Lux Co. 
jersey City Refractories Co. 
Parker Russell Mung. & Mig. Co. 


REGULATORS 
Chaplin-Fulton Mig. Co. 
Conneliy Iron Sponge & Gov. Co. 
Equitable Meter & Mig. Co. 
Reynolds Gas Regulator Co. 
Steere Engineering Co. 


KETORT CEMENT 
pha Lux Co. 
Parker Russell Mane. & Mig. Co. 


RETORTS 
Horizontal and t.aclined 
Gardner, Jr., Co., James. 
Gas Machinery Co. 
Improved Equipment Co. 
Isbell-Porter Co. 
ersey City Refractories Co. 
issouri Fire Brick Co. 
Parker-Russat! Min. & Mig. Co. 
Russell Engineering Co. 
areca Bros. Gas Constr. Co. 
ilica and Clay 
Gardner Co., James 
Gas Machinery Co. 
Improved Equipment Co. 
Parker- Russe in. & Mig. Co. 
Russell Engineering Co. 


Vertic 
Recta Serwerd, Ce. 
as Machi: . 
Isbell-Porter Co. 
U. G. I. Contracting Co. 
West Gas. Imp. Co. of America 


RETORTS (Silica and Clay) 
ersey City Refractories Co. 
ker Russell Mung. & Mig. Co. 


SCRUBBERS 
See Purifiers 
Research Corporation 


SERVICE PLUG—RUBBER 
Safety Gas Main Stopper Co. 


SPONGE 
Alpha Lux Co. 
Iron Hydroxide Co. 
Lavino, E. J., & Co. 


STATION METERS 
Connersville Blower Co. 
Pittsburgh Meter Co. . 


STOPPERS 
Gas Main 

Safety Gas Main Stopper Co. 
STREET DEPT. EQUIPMENT 

Banner Iron Works 

Connelly Iron Sponge & Gov. Co. 

Safety Gas Main Stopper Co. 
STOVES—GAS 


A-B Stove Co. 
American Stove Co. 


Roper Corp., Geo. D. 


Standard Gas Equipment Corp’s 
(Vulcan _ Div., Oriole Di, 


Triplex Div., Acorn Div.) 
Sterling Foundry & Mig. Ca. 


STREET LAMPS 
General Gas Light Co. 
Welsbach Co, 
Welsbach Street Lighting Co. 


TANKS 
Bartlett-Hayward Co. 
Cruse-Kemper Co. 
New York Engineering Ce. 
Riter-Conley Co. 
Stacey Bros. Gas Constr. Ce. 
Stacey Engineering Co. 
Steere Engineering Co. 


TAR DISTILLING PLANTS 
Carl Still Combustion Systems 
TAR EXTRACTORS 


Bartlett-Hayward Co. 
Tsbell-Porter Co. 
Research Corporation 


TEMPERATURE CONTROLL- 
ING DEVICE 


American Gas Furnace Co. 


Precision Thermometer & Instru- 


ment Co. 
Taylor Instruments Co. 


TEMPERING AND COLORING 
MACHINE 


American Gas Furnace Ca 


THERMOSTATS 


Precision Thermometer & Instre- 


ment 0. 


THERMOMETERS 
Pittsburgh Meter Co. 


Precision Thermometer & Instru- 


ment Co. 
Superior Meter Company 
Taylor Instruments Co. 


TIPS 
Gleason, E. P., Mfg. Co. 


TOOLS 
Safety Gas Main Stopper Co. 


TUBING 


Gleason, E. P., Mfg. Co. 
Titeflex Metal Hose Co. 


VALVES 


Gas” 
Bartlett-Hayward Co. 
Gas Machinery Co. 
Isbell-Porter Co. 
Ludlow Valve Co. 
Stacey Bros. Gas Constr. Co 
Stacey Manufacturi om The 
Steere Engineering » 


Oil, Steam and Water 
Ludlow Valve Mfg. Co.- 


Back Pressure 
Chaplin-Fulton Co. 


Connelly Iron Sponge & Gov. Co. 


WASTE HEAT BOILERS 
U. G. 1. Contracting Co. 
The Wickes Boiler Co. 


WATER GAS APPARATUS 
Bartlett-Hayward Ce. 
Gas Machin Co. 
Isbell-Porter Co. ; 
Stacey Bros. Gas Constr. Co. 
Stacey Manufacturing Co., The 
Steere Engineering Co. 
U. G. I. Contracting Co. 


WATER HBATERS 
Xompak Compan 
Niagara Water Heater Co. 
P*sburg Water Heater Co. 


Ju 





; el 


tt ae ae aoe 





July 3, 1926 





AMERICAN GAS JOURNAL 























CLASSIFIED ADVERTISEMENTS 


Rate at $3.00 per inch for first insertion. $2.00 per inch for each additional insertion of 
same copy. Positions wanted— $1.00 per issue. 
































POSITIONS WANTED 











DIVIDENDS 





SALESMAN—High gas rates, public 
disfavor, electric competition, deaths 


sales. Sales, advertising and window 
trimming in present position. Excellent 
reasons for making change. Age 28. 
Married. Address Box No. 835, care 















experience in the laying of mains, serv- 
ices, meters, installation of all appliances 
and complaint work; several years’ ex- 
perience in the manufacture of gas; no 
objections as to location. Married, wife 
and 3 children. Address Box No. 833, 





from gas, town on decline—still many THE UNITED GAS IMPROVEMENT CO. 
N. W. Cor. Broad and Arch Streets 


Philadelphia, June 10, 1926 


American Gas Journal, 53 Park Place, The Directors have this day declared a quar- 
New York City. terly dividend of two per cent ($1.00 per share) 
~ on the Capital Stock of this Company, payable 

WANTED—Position as superintend- july 15, 1926, t» stockholders of record at the 


ent of distribution; have had 20 years’ lose of business June 30, 1926. 


Checks will be mailed. 


I. W. MORRIS, Treasurer. 





care American Gas Journal, 53 Park 
Place, New York City. 





POSITION WANTED—As superin- 
tendent of moderate sized gas plant. 
Technical man, 10 years’ experience in 
both coal and water gas; 6 years as su- 
perintendent. Good reasons for desir- 
ing change. Address Box No. 831, care 
American Gas Journal, 53 Park Place,” 
New York City. 





KELLER ADJUSTABLE 
CORE CRUSHER 


(Coemth aay Sess Des ed. 








FOR SALE 


COMPLETE GAS PLANT 
of 

Two 7 and 5’ Water Gas Machines. 
One Coal Gas Plant of 5 benches. For 
immediate delivery. Write for complete 
details. The Detroit Edis »n Co., 2000 
2nd Avenue. Ed. T. Gushee, Detroit, 
Mich. 


FOR SALE—Two Smith Coal Gas 
Producers, in good condition, each 200 
H. P. capacity; also about 200 feet cast 
iron gas pipe 24 inches diameter. Ad- 
dress Box No. 848, care of American Gas 
Journal, 53 Park Place, New York City. 


FOR SALE—One No. 4 Root gas 


exhauster with 3 h. p. G. E. motor direct 
connected. One No. 4 Root gas ex- 
hauster with 5 h. p. vertical steam engine 
direct connected. . Communicate with 
R. I. Thompson, Manager Gas Division, 
Raleigh, N. C. 


FOR SALE—One 10 H. P. Terry Z-1 
turbine, 3,400 R. P. M., connected to a 
No. 4 Sturdevant blower, 1,500 C. F. M, 
against 26-in. water pressure. Excellent 
condition. Address Citizens Gas Com- 
pany, Salisbury, Maryland. 


























| Public Utility 


PUBLIC UTILITIES—PRESENT 
COST OF REPRODUCTION — 
THE JUST BASIS OF VALUA- 
TION. 


By CHAS. McLEAN. 
PRICE ONE DOLLAR 
Address The Key City Gas Co., 
Dubuque, Iowa. 

















Cox Gas Flow Computers 


Low Pressures $3.50 each 


For sale by the American Gas Journal 




















' 
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USE THE BENEFIT OF 
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A critical inspection of 
BUILDERS any “STAMANCO” GAS 
OF OVER HOLDER will convince 


gas men that our 74 


1 000 years’ experience has 
>] . 


taught us how to build 


HOLDERS the™ right. There's one 


near you. 








STACEY MANUFACTURING CO. 
CINCINNATI, OHIO 

















14461 BROADWAY 





“STRUCTURAL PAINTING 








Gas Holders, Tanks, Pipe Lines, and 
other Structural Metal-work in and 
around the Gas Plant. 


With a complete knowledge of the 
necessary requirements of this class 
of Painting we can guarantee results 


COMMERCIAL PAINTING CO. 


NEW YORK 

















American Stove Company, St. Louis, Mo. 


Manufacturers of Lorain-equipped gas o~" 
and largest makers of gas ranges in the worl 
opoaes M. CLARK & CO NEW PROCESS STOVE co 


iv. coon 4, Obie 
Chicago, Il. levelan 
DANGLER STOVE CO. Div. CUICK MEAL STOVE CO. 
Cleveland, Ohio St. Louis, 


Mo. 
RELIABLE STOVE CO. Div. 


NATIONAL STOVE CO. Div 
Lorain, Ohio Cleveland, Ohio 





























JOHN D. ORMROD, Pres. 
Emaus Denaldson 


Pine (CAST IRON GAS*WATER PIPE [ ( exc 

Foundry PA. 

Manuiacturers of CAST IRON PIPE & SPECIAL CASTINGS for 
WATER & GAS, also FLANGE PIPE & FITTINGS for same. 


J. G. EBERLEIN, Sec’y & Treas. 

















V0 \ lol ao) Use -1 1) Ge) -1- ae eo) -: 
NATURAL AND ARTIFICAL GAS SERVICE 


Equ table Meter & Manufacturing Company 
Pittsburgh, Penna. 














-KITSON 


METER COCKS 
Desendibie 




















OU OLLI MI, 
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MARYLAND METER WORKS 


AMERICAN METER COMPANY 


INCORPORATED 


RALTIMORE MARYLAND 





5 Lt. B Maryland Meter 


The first Gas Meter made in the United States was manufactured 
in Baltimore in 1832. The record since has been one of constauit 
progress which only the most wide awake could hope to follow. We 


present today as the result of these years of study and experience 


The Maryland B Type Gas Meter 


IN 5-LT. AND OTHER SIZES 


Southern Representative 
J. E. Montgomery, 1500 South Tenth Ave., Birmingham, Alabama 
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YEARS 
~RECORD 


Better equipment is marking progress in the gas industry and 


only the best of today will be in use tomorrow. We must expect to 
outgrow our clothes more rapidly in the next ten years than we have 
in the past twenty. 


Cubic economy in dwellings is being studied more attentively by 


architects as building costs increase. Gradual increase of the house 
heating load is an acknowledged fact. ‘The capacity of the Meter 
must therefore increase more rapidly than its space dimensions. These 
conditions are responsible for the steadily expanding demand for “A” 
type meters because of their high capacity, small size and slow speed. 


The “A” meter has a record of 22 years service during which 


the details of its construction have been progressively adapted to the 
demands of that service. Capacity and accuracy have been maintained 
while speed in operation has been reduced at no increase in size. 


The guaranteed minimum capacities are: 


5-A 175 cubic feet per hour 
10-A 375 “ «“e “ “ 
30-A 875 “ “e “ ity 
60-A 1500 “ “ “ “ 

150-A 3400 “ee «“ “ “ 


The whole range of customers demands are met by carrying 


only five sizes of meters in the stock room. 
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